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Morro Castle Loss 
Shows Fire Hazard 
Not Under Control 


Ward Liner Carried | Modern Equip- 
ment for Detecting and Fight- 
ing Fires on Board 


OVER $4,000,000 INSURANCE 
More Than $2,000,000 Placed 
Here Through Syndicates and 
Remainder in Europe 


Marine underwriters in New York are 
shocked not only at the appalling loss 
of life resulting from the fire on the 
Morro Castle but also by the fact that 
such a disastrous fire should have been 
possible on this Ward liner. Built only 
four years ago and carrying what is con- 
sidered the most up-to-date fire detect- 
ing and extinguishing equipment, includ- 
ing fire bulkheads, the Morro Castle dem- 
onstrates conclusively that insurance and 
shipping interests have yet to solve the 
problem of fighting on luxurious passen- 
ger liners a fire which has gained con- 
siderable headway. Fire is clearly the 
most dangerous hazard facing a passen- 
ger vessel and the casualties of the last 
few years will unquestionably lead to 
still greater efforts to control this danger. 
The problem presses for a speedy solu- 
tion, 

$4,200,000 Insurance on Vessel 

If the Morro Castle proves a total loss, 
constructive or actual, marine underwrit- 
ers here and abroad will be called upon 
to pay about $4,200,000. Reports here are 
that the Ward Line carried $2,800,000 on 
the hull and $1,400,000 on disbursements 
and total loss. The total of cargo insur- 
ance was not known early this week, but 
it will probably not amount to a great 
deal. Then there will also be payments 
under tourist baggage floaters and other 
types of inland marine coverage on per- 
sonal property carried by the passen- 
gers. If the Ward Line vessel was 
deemed seaworthy the amount of the 
Protection and indemnity claim will be 
imited by the value of the ship after the 
ire. And that value at the moment ap- 
pears rather low. Of the hull and dis- 
bursements Insurance over $2,000,000 is 
carried in American companies through 
the American Marine Insurance Syndi- 
cates and the rest in private companies 
and Lloyd’s abroad. 
yoamuel D. McComb, manager of the 
Marine Office of America, and the most 
active here in promoting fire protection 
on passenger vessels, is now in Europe 
and will attend the annual meeting dur- 
Po the last week of this month in Lon- 
In of the International Union of Marine 
“surance. At this convention the sub- 
ie of ship fires and the Morro Castle 
Ss will be discussed in full by leading 
Marine underwriters from most Euro- 

(Continued on Page 32) 
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More Significant 


More Significant than the increase of volume in life 
insurance deliveries is the far greater increase in lives, 
It is probable that the percentage increase in lives is 
double that of the volume increase. This appears to 
indicate that a great number who last year were without 
income from employment now have such an income; 
that the income of a great number has increased beyond 
the mere bread and butter point; and that a goodly 
number of last year’s hoarders this year have enough 
confidence to invest in life insurance. The present 
momentum apparently is sufficient to carry the business 
of life insurance through the remaining three months to 
a fairly satisfactory total for the year. 


The fact that the average policy is of smaller amount 
than it used to be should make us all the more intent 
upon giving its maximum usefulness to the family of 
the man who is able to supply only a small, though 
helpful, part of their needed protection. Let us treat 
them even more than right! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 
PHILADELPHIA 


Independence Square 























U. S. Life Majority 
Stock Interest Now 
Negotiating Sale 


C. V. Starr, International Insurance 
Man, Active Figure in Pro- 
ceedings 


NOT TO CHANGE PERSONNEL 











Company Is Eighty-four Years Old; 
Moir to Continue as 
President 





Negotiations are well under way be- 
tween the majority stockholding interest 
of the United States Life, president of 
which is Henry Moir, and C. V. Starr, 
one of the best known figures in the 
world of international insurance, for the 
purchase of the majority stock interest 
of the United States Life. 

The Eastern Underwriter is informed 
that if there be no hitch in the negotia- 
tions there will be no change in the man- 
aging personnel of the United States 
Life, but that the company will be 
strengthened financially and its writing 
of insurance will be on a more aggressive 
scale than has been the case in the past 
The United States Life is eighty-four 
years old, and on December 31, 1933, had 
assets of $6,176,989 and $27,146,576 insur- 
ance in force. Before coming to the 
United States Life as president Mr. Moir 
was vice-president and actuary of the 
Home Life of New York. 

Affiliations of C. V. Starr 

Prior to entering the foreign insurance 
field Mr. Starr was a San Francisco fire 
and casualty man. He has many inter- 
ests and has been unusually successful 

Mr. Starr is president of the American 
International Underwriters of 80 William 
Street, New York City, which manages 
the foreign business of the Hanover Fire 
Insurance Co., New York City; National 
Union Fire Insurance Co., Pittsburgh, 
and Ohio Casualty Insurance Co. of Ham- 
ilton, O. He is also head of the Ameri- 
can Asiatic Underwriters’ Fed., Inc., of 
Shanghai, which represents the Hanover 
Fire, National Union Fire, Agricultural 
Fire, Insurance Co. of the State of Pent 
sylvania for fire insurance and North 
River of New York for marine insurance 
as well as some British, French, Italian 
and Swiss insurance companies. Among 
other of Mr. Starr's affiliations are those 
with the Asia Life Insurance Co., which, 
operating under a Delaware charter, does 
business in the Far East, including Ma- 
nila; the International Assurance Co., 
Ltd., of Hong Kong, and the Post-Mer- 
cury, the leading English language news- 
paper in Shanghai and most popular pa- 

(Continued on Page 6) 
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THE CAREER UNDERWRITER 
SURVEYS ACCOMPLISHMENTS 


The Northwestern Mutual Life Insurance Company has 
for many years favored and developed the Career 


Underwriter. 


These Career Underwriters have raised their company 
to first place in reserves set aside to be distributed to 
beneficiaries through optional settlements—a total of 
$66,442,919 according to the New York State Official 
Life Insurance Report for 1932. 


These Career Underwriters have developed a repeat 
order business with old policyholders amounting to 54% 


of their annual production. 


During the first six months of 1934 new business paid for 
was 32% greater than the production for the same 
period in 1933 indicating that the methods of operation 
of the Career Underwriter have the endorsement of the 


insurance buying public. 


CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Main Office—347 Madison Avenue 
Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 
VAnderbilt 3-5500 


CHARLES V. CROMWELL, Production Manager R. J. PICKARD, Office Manager 

GLENN B. DORR, C.L.U., Agency Assistant JAMES F. CHAPMAN, Agency Secretary 

S. LEE RICKLES, Agency Assistant MEYER M. GOLDSTEIN, C.L.U., 

CHARLES A. VOTAW, C.L.U., Educational Director Manager of Times Square Branch 
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Prudential’s Position On Brokerage 


Associate Actuary Valentine Howell Says Company Does Not 


Discriminate Against This Class of Business; 


Valentine Howell, associate actuary and 
member of underwriting committee of 
the Prudential, discussed a number of the 
most interesting subjects in the life in- 
wirance business in his talk before the 
International Claim Association in White 
Sulphur Springs, W. Va., this week, the 
title of his address being “Value of Claim 
Experience to Underwriters.” These 
topics included disability, mortality on 
large lines, brokers, experience statistics, 
medical examinations. 

In view of the current conflict of opin- 
ion relative to business emanating from 
brokerage sources what Mr. Howell said 
along that line is particularly interest- 
ing. 

Personality of Brokers 

“It goes without saying,” he said, “that 
we in the underwriting departments are 
particularly interested in sharing any in- 
formation you have bearing on the agent 
or broker in the case. Incidentally, if 
the individual involved in the writing of 
a large case that becomes a quick claim 
is a so-called ‘broker’ (I say ‘so-called’ 
because if someone will give me an ac- 
curate definition of what a broker is, in 
life insurance, I shall be obliged to him), 
do not be too hasty in jumping to the 
conclusion that all brokerage business 
should be regarded with suspicion. Much 
has been said to the discredit of the life 
insurance broker during the past five 
years. The greater part of this odium 
has not been deserved, for the fact 
should not be overlooked that the brok- 
e's business, most of which is perfectly 
honest, has been in the path of the lo- 
comotive, and it is only natural that it 
has been hit. By this I mean that the 
average ‘own company agent’ is young 
and naturally writes business at the 
younger ages and in the smaller amounts. 
The more mature broker, on the other 
hand, submits business when in the fif- 
ties and for large amounts, and it is this 
tlass of business, whether written by 
broker or by full time agent, that has 
been giving us our high claim rate. 


Brokers Classified 


“We in the Prudential have made ex- 
haustive analyses of the claim rates on 
business according to its origin, classify- 
ing brokers and agents into several sub- 
Classifications. In some of these groups 
we found the mortality on brokerage 
business distinctly higher than it should 
have been, but in others there was ab- 
solutely no grounds for criticism. Pro- 
vided a reasonable volume is submitted 
I have never been able to see why any 
business from general insurance men giv- 
ing one company all their life business, 


Pertinent Subjects Before Claim. Men 


or, in fact, any individual dealing exclu- 
sively with one company, whether 
operating under a brokerage contract 
or otherwise, should be discriminated 
against in principle, and, so far as the 
Prudential is concerned, we welcome it 
and do not discriminate against it in any 
way. 

“When it comes to the high pressure 
artist with several large claims to his 
credit, who puts his cases through a 
number of companies, whether for large 
amounts or otherwise; or when it comes 
to the agent, or even the agency man- 
ager of another company who is giving 
his business to you because his own com- 
pany has declined it or has not rated it 
fairly—or for various other reasons—I 
think it is only natural to weigh the rea- 
son for its submission rather carefully. 
However, I think it is only fair to say 
that business submitted through our Or- 
dinary agencies during the past three 
years, over 40% of which still comes 
through brokerage sources, has shown a 
satisfactory mortality up to the present 
time.” 

Disability 

Discussing claim statistics Mr. Howell 
said they had their limitations. To know 
that the deaths from pneumonia or ty- 
phoid fever have increased by W% is 
interesting but irrelevant from an under- 
writing viewpoint. The mere fact that 
non-medical claims have increased means 
nothing because the exposures may have 
gone up to correspond, and even where 
the statistics do tell the underwriter 
something that he needs to know it is 
apt to be almost too late in that already 
large losses have been suffered by a 
company. 

“You claim men are up in the bow of 
the boat. You first see the danger. in 
your study of the early claims as they 
begin to emerge. If you will warn us 
then, and not wait for the confirming 
story of the statistics, we will be just 
that much ahead of the game,” he said. 

That led Mr. Howell to discuss disa- 
bility. It furnished a good example of 
what statistics of claims experience do 
not prove. He thought that the disa- 
bility clause in life insurance will come 
to be known as the actuaries’ greatest 
mistake, not in principle, as he believes 
that some form of disability income prop- 
erly belongs in a life insurance contract 
and will ultimately be replaced there. But 
the mistake was in the rates charged and 
the liberality of the clauses and the loose 
underwriting. 


Claim Men Had Sad Information Early 


Pausing a moment Mr. Howell then 
asked a few pointed questions: 

“I admit we were blind,” he said, and 
then asked quizically: “But why didn’t 
you claim men burst in the doors of the 
ballroom at the Hotel Astor where the 
August Actuarial Society met year after 
year and shout at us that disability was 
not a matter of statistics, but of psychol- 
ogy and personal morals, and earned in- 
come and economic prosperity? Why 
didn’t you tell us that if you got out a 
policy with a 2% monthly disability in- 
stead of a 1%, those physically and mor- 
ally acceptable persons electing that pol- 
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HOWELL 


icy would become disabled three times 
as fast as the others? Why didn’t you 
tell us that to be out of a job was the 
quickest way known to contract an ill- 
ness resulting in complete disability? 
Why didn’t you tell us that a population 
too moral or too indifferent to commit 
fraud for the benefit of its dependents 
would stop at nothing in order to secure 
an income without working? You knew 
all those things long before we did; why 
didn’t you raise up your voices? But 
perhaps you did, and we were too filled 
with statistics to hear you.” 


Big Policies of the 1926-1929 Type 


Next to be discussed was the question 
of the high mortality on holders of poli- 
cies for large amounts. 

“We started talking about that subject 
three years too late,” he said. “I am not 
sure that we have not gone on talking 
about it for a little too long.” 

The large cases, these days, are a 
chastened lot, he said, and the agent 
brings them in with his hat in his hand 
and an apology on his lips. 

He then recited briefly the history of 
several large cases beginning about 1926 
where the heavy insurance was soon fol- 
lowed by death. 

“The circumstances in the individual 
cases were all different, of course, but 
there was just one factor that you claim 
men noted always to be present. Either 
the underwriters had not known the in- 
come of these individuals or that income 
was not commensurate, by ordinary 
standards, with the insurance sought. 

“Why, back in 1926, did you not come 
to the underwriters with this question: 
‘Could the most persuasive agent living 
persuade you to put one-third of your 
income into Whole Life insurance?’ If 
the answer was No, then he should have 
been asked whether, if he knew he was 
likely to die in the near future, he would 
feel differently about it. 

“Had we made a real attempt to as- 
certain the income, and insisted on a 


Discusses 


normal relationship between an income 
and insurance, a very considerable part 
of our excess mortality losses of the past 
few years would have been saved. 

“Aside from such general principles we 
best may be educated through reference 
to use of individual claims, and this will 
be the most useful form our education 
will take.” 


Medical Examinations 


In discussing medical examinations Mr. 
Howell said among other things 

“Reasoning from the undoubted fact 
that an applicant may, if he so desires, 
be looked over by his family physician 
prior to examination, this may not seem 
to you to be unethical. And it is not, 
provided that if at any time thereafter 
an actual application for life insurance is 
made, the full facts of this preliminary 
examination are stated to the company. 
But in how many cases is this done? 
We know that agent and applicant alike 
suppress, in most cases, any past unfa- 
vorable findings, and the company is 
lucky if the individual has recovered nat- 
urally and not due to a course of treat- 
ment designed to eliminate the symptoms 
temporarily. It should also be said that 
it is as a rule not the agent’s own com- 
pany and the original examiner that ac- 
cepts the risk ultimately, but some other 
concern, whose agents may, in turn, be 
placing their ‘recoveries’ in the first com- 
pany. In the aggregate, a great deal of 
business is placed in the companies at 
inadequate premium rates and we are all 
the losers unless we co-operate to min- 
imize the evil. Within a certain area all 
company examiners have recently been 
specially instructed not to make ‘unoffi- 
cial’ examinations under penalty of dis- 
missal. I hope this will have the desired 
effect; but complete success will proba- 
bly not be attained until more pressure 
is brought upon the agency forces to 
co-operate than is at present the case. I 
believe that the ‘unofficial’ examination 
system is a definite and important evil 
influence affecting our present day un- 
derwriting, and that it will continue to 
be a problem so long as it is defended, 
condoned or minimized by some officials, 
and particularly by some of the agency 
officials at the various home offices of 
the companies, as it is today.” 


Underwriting 


In discussing this issue Mr. Howell 
said that in his opinion the first and most 
difficult step is to get the chief claim 
man on the issue committee in passing 
on large cases. The importance of this 
is that it is the best possible way of ed- 
ucating the claim man so he can better 
educate the underwriters. (The chief 
claim man of a company, when ap- 
proached about being placed on the issue 
committee, generally makes for the long 
grass and has to be dragged out with a 
lasso.) 

“However impe rsonal it is made,” said 
Mr. Howell, “it is inevitable that the 
claims consideration committee should 
become essentially a court, with the claim 
man as prosecutor and the medical di- 
rector and the underwriter as the ac- 
cused. For this reason the establishment 
of a friendly and informal atmosphere is 
particularly important.” 
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Engelsman Heard Scots 
Discuss Sea Serpent 


LAKE YARN TAKEN SERIOUSLY 


Penn Mutual General Agent Back From 
British Motor Trip; Met Numerous 
American Insurance Men Abroad 





Ralph G. Engelsman, general agent of 
the Penn Mutual Life, who returned 
from Great Britain a few days ago, and 
who while away visited the Scottish 
lakes, told The Eastern Underwriter this 
week that all those stories about a sea 
serpent which many people said they 
saw in a Scotch lake were not fanciful 
concepts of reporters, but he heard many 
people in Scotland discuss the subject. 

“The incident was regarded as im- 
portant enough from a scientific view- 
point that Sir Edward Mountain, world 
manager of one of the big insurance 
fleets, equipped an expedition to go to 
the lake and hunt for the serpent. Since 
my return I note that stories of a con- 
flicting nature have been printed that 
the serpent was really part of the wreck- 
age of an old Zeppelin which had fallen 
into the lake, or was some other foreign 
material which looked like a sea serpent.” 

Went to Oxford and Cambridge 

Mr. Engelsman drove an automobile to 
Scotland and visited the English lakes 
on his way up and came back through 
the Cathedral towns. Also, he visited 
Oxford and Cambridge. 

He enjoyed the driving everywhere but 
in the cities. There the left hand side 
of the road driving made him keep his 
eyes glued to the road as it takes Amer- 
icans considerable time to readjust them- 
selves to riding on what to them is the 
wrong side of the thoroughfare. 

Meets American Insurance Men 

Among the insurance men from Amer- 
ica he met in Great Britain were Peter 
M. Fraser of the Connecticut Mutual; 
Franklin C. Morss of the Provident Mu- 
tual; Dana Clark, New York broker and 
Yale clubman (tallest insurance broker in 
Manhattan); Samuel and Louis Sturm 
of Mutual Benefit, Cincinnati (Samuel 
Sturm at various times has‘ been leader 
of that company); J. Denny Nelson, unit 
manager, Equitable Life Assurance So- 
ciety, St. Louis, and, also, Harvey Weeks 
of the Central Hanover Bank & Trust 
Co., formerly a life insurance general 
agent. 

The shows he saw were “Touch Wood,” 
“Mr. Whittington” and “Vintage Wine.” 


New Walon Central Club 
Meeting at White Sulphur 


The Union Central Life’s new Quarter 
Million Club opened its first convention 
yesterday at the Greenbrier, White Sul- 
phur Springs, W. Va. President of the 
club is George B. Hollister of the home 
office agency in Cincinnati who produced 
the highest total during the qualifying 
period. During the past twelve months 
his production was $1,145,346. Maurice 
C. Kramer, Dallas, is vice-president with 
$1,089,102. 

The qualifying period ended August 31 
and there were 210 agents who produced 
the requisite $250,000 of business. They 
represented forty-eight agencies. There 
are also present at White Sulphur fifty- 
six managers and assistant managers, to- 
gether with members of the home office 
staff and wives of some club members, 
bringing the total up to about 350. 

\ banquet and dance is scheduled for 
tonight, with the Fred Waring Pennsyl- 
vanians orchestra being the entertain- 
ment feature. Sessions will conclude to- 
morrow and will be reported in next 
week’s The Eastern Underwriter. 


FRASER AGENCY GAINS 

The Fraser Agency of the Connecticut 
Mutual Life in New York had a paid-for 
business in August of $1,012,625, an in- 
crease over that month for last year 
which was $820,003. The paid-for in 1934 
to date is $8,517,395 as against $7,027,807 
for the same period last year. 
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| Has $312,000 Month | 











ELMER G. LETTERMAN 


Elmer G. Leterman of New York City, 
leading agent of the John Hancock, paid 
for $312,000 in that company during Au- 
gust. This made his Joha Hancock pro- 
duction for the year in excess of $1,000,- 
000. 

Mr. Leterman has been a consistently 
large producer; has many clients in the 
moving picture world as well as in busi- 
ness circles; and in March, 1934, re- 
ceived in the office of Harry Gardiner, 
New York general agent, a bronze plaque 
for leading the company in production 
and lives last year. The plaque was pre- 
sented by Henry Schafer, head of the 
production division, home office. With 
the plaque was a letter of congratulation 
from President Crocker. 





CAN’T RESCIND SURRENDER 





Beneficiary Can’t Force Company To 
Cancel Action Taken Under “Extreme 
Need” Clause of Moratorium 

Action of an insurance company in al- 
lowing an insured to surrender his in- 
surance policy for cash despite the emer- 
gency moratorium in force in 1933 was 
held to be absolutely proper and no 
grounds were found for rescission of the 
action after the death of the insured, 
in the case of Antoinette Bibbo v. the 
Penn Mutual Life, recently decided by 
the appellate division of the New York 
State courts. 

The court held that under Rule II (a), 
made by the Superintendent of Insurance 
pursuant to L. 1933, c. 40, which permits 
fe insurance companies to pay cash sur- 
render values up to $100 to policyhold- 
crs “in extreme need,” a company is 
permitted to cancel a policy and to pay 
the surrender value, being a sum less 
than $100, to a policyholder who states 
that his wife has brought an action 
against him for separation and he has 
been ordered to make a payment to her, 
that he has no other means of obtaining 
the money, and that he will be held in 
contempt unless he obtains the surrender 
value of the policy. 

The purpose and effect of the statute 
and the rules were merely to suspend 
the current payment of cash surrender 
values and making of loans; the con- 
tractual obligations between the parties 
were intended to remain unimpaired and 
to become enforcible on the return of 
normal conditions. 


LIFE LECTURE FOR BROKERS 

The course on Insurance Brokerage as 
a Profession to be given by the Insur- 
ance Society of New York this winter 
will include a life insurance lecture, to be 
made by H.L. Jamison, president of Rich- 
ard L. Roberts, Inc., as chief lecturer for 
the course. The date is February 4. 














A Pleasing 
Agency Service 


FOR SURPLUS AND 
INDEPENDENT WRITERS 


Prompt Attention 


Whether you telephone or call in person, 
you will always find a member of our Staff 
ready toserve you. You will like our prompt- 
ness on preliminary inquiries. 


Competent Assistance 


If you desire assistance in making up illus- 
trations or in placing your cases, we shall 


be very glad to help you. 


Efficient Recording 


You will find our Cashier’s Department 
both efficient and courteous. Commissions 
are paid promptly. There is no restriction 
of commissions based on volume or age. 


Careful Follow Through 


You will find us ready to act intelligently 
and promptly on all your business. Both 
agents and brokers are protected on their 
policyholders. Regular daily telephone com- 
munication with the Home Office is one 
feature of our Agency service. 


Brokerage Manager: Harotp H. Moore 
Production Manager: Wuee er H. Kina, c.L.v. 
Office Manager: F. A. B. Stanton 


ALLEN &SCHMIDT 


EDWARD W. ALLEN + H. ARTHUR SCHMIDT 


New England Mutual Life Insurance Company 
of Boston 


217 BROADWAY, NEW YORK 


TELEPHONE: CORTLANDT 7-3873 
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penn Mutual’s 100% 
Agents’ Conventions 


AT SWAMPSCOTT THIS WEEK 
Speakers Drawn From Agents’ Ranks; 
So Many Qualify Two Conventions 
Made Necessary 





The unusual will mark the field force 
convention of the Penn Mutual Life at 
Swampscott, Mass., which opened at the 
New Ocean House yesterday. In fact, 
so many Penn Mutual agents qualified 
that it is necessary to hold two separate 
conventions, the first during the last 
three days of this week and the other 
on Monday, Tuesday and Wednesday 
next week. Approximately 900 Penn 
Mutual agents will be in attendance. 

This Penn Mutual convention is un- 
usual because it will be a 100% agents’ 
convention. All the speakers will be 
agents. As the agents always want to 
meet and hear President William A. Law 
and their leader, Frank H. Davis, vice- 
president in charge of production, these 
two will be the only home office execu- 
tives to speak. In announcing plans for 
the convention Vice-President Davis said 
that as the agents had made a marvelous 
record and deserved the credit they 
should have the spotlight at the conven- 
tion so it became a 100% agents’ affair 
with no general agents actively partici- 
pating. : 

The programs for the two meetings will 
be identical except for the speakers. The 
gathering this week will be for the east- 
ern and southern agencies. That next 
week will be for the central and western 
representatives. The first day’s theme 
for each meeting is prospecting. Follow- 
ing that income insurance in its various 
forms will be gone into thoroughly. 


Month With Penn Mutual, 
Leads New Five-Star Club 


During his first month with the Penn 
Mutual Life, Hilburn Chesterman, twen- 
ty-four year old agent, wrote enough 
business to become the first president of 
the Penn Mutual’s new honor club, the 
Five Star. He has been a full-time life 
insurance salesman for less than three 
years, having started with another com- 
pany in 1931. His territory is Albert 
Lea, Minn., and he is a member of the 
Leon W. LaBounta agency at Minneap- 
olis. When he started the Albert Lea 
territory included only six Penn Mutual 
policyholders. There are now fifty. 

The Penn Mutual News Letter lists 
Mr. Chesterman’s accomplishments in 
one month as follows: “Gave to our 
new Five Star Club its first president, 
through leading our entire force in the 
number of lives, namely, forty-nine. 

“Qualified for our 1934 convention by 
paying for fifty-two cases, whose volume 
was $61,183, forty-nine of which were 





a insurance, whose volume was $58,- 


_ Also, he lacked only one life of quali- 
lying for the 1935 convention. 

“Excepting for five note settlements, 
all of the premiums were paid in cash. 

And he stood ninth in July’s produc- 
tion among our seventy-four representa- 
tives in the central zone.” 

He started selling life insurance on a 
Part-time basis while managing a golf 
club in summer between college sessions. 
After graduation he was a radio sales- 


— before entering life insurance whole 
ime, 





KUTCHER TALKS ON SELLING 
George J. Kutcher of Recht & Kutcher 
agency, Northwestern Mutual, New 
York, addressed the dinner meeting of 
‘he one-hundred honor men of the East- 
tm Life last night. Mr. Kutcher’s sub- 
ie was “Selling Life Insurance under 
resent Day Conditions.” Louis Lipsky, 
President of the company, made the in- 
'toductory address. 











A Fob Worth While 


The salesman of Life Insurance is 
doing a job distinctly beneficial to 
the community at large. 


What his effort means in terms of children 
educated, homes saved, despair defeated 
and other benefits would be difficult to 


estimate. 


But this is certain — Every time a claim is 


paid his job is justified. 





Che Prudential 


Insurance Company of America 


Epwarp D. DuFFIELp, President 


Home Office, Newark, New Jersey 























Provident Mutual To 
Extend Use of Radio 


USEFULNESS HAS BEEN SHOWN 





Will Dramatize Actual Claim Cases; 
Decision Follows Experiments 


Made Last Spring 





The Provident Mutual announces a 
two-months’ series of dramatic radio pro- 
grams entitled, “The Story Behind the 
Claim,” to be broadcast over the entire 
blue network of the National Broadcast- 
ing Co., and also at a later hour over 
the entire Pacific Coast network. In ad- 
dition several stations not on the net- 
work will carry the programs. There will 
be ten broadcasts in all, on Tuesday 
evenings starting October 2. 

The main network program will be 
broadcast at 9:15 Eastern Standard Time, 
immediately following Lawrence Tibbett 
on the Packard hour. The Pacific Coast 
broadcasts will be heard there at 10:15 
after the Richfield Reporter. It will be 
necessary to re-broadcast from New York 
at 1:15.a.m. in order to reach the coast. 

The radio campaign is the result of a 
test made last spring of several stories 
of actual cases taken from the claim files 
of the Provident Mutual. These stories 
were dramatized over five stations, and 
were so successful in arousing the inter- 
est of both public and agents that radio 
was selected to carry the bulk of Provi- 
dent Mutual’s advertising in the autumn 
months. Not only will the programs 
familiarize the public with the name of 
Provident Mutual, and furnish good 
leads to Provident agents, but the pro- 
grams will be so arranged that they ap- 
peal to different major classifications of 
iife insurance prospects on each program, 
and agents of the Provident will be given 
an opportunity to circularize these classi- 
fications in advance of the broadcast, and 
to follow them up during the following 
week. 

Linton to Announce First Program 


The first program on October 2 will 
be of a general nature, and President 
M. A. Linton will act as guest announcer. 
The booklet, “Seven Keys to Content- 
ment” will be offered. 

Meetings are to be held in all Provi- 
dent agencies and transcriptions of two 
of the plays, together with an introduc- 
tory address by President Linton, will be 
heard in advance. 





How Provident Mutual Came 
To Use Radio Broadcasts 


The story of how the Provident Mu- 
tual Life came to use radio broadcasting 
despite an initial skepticism is unusually 
interesting. 

The Provident first began to consider 
radio advertising seriously nine months 
ago. It had been offered scripts and pro- 
eram ideas from time to time before 
that which it had rejected. Nine months 
ago, a representative of one of the Phila- 
delphia broadcasting companies invited 
the officials of the company to listen to 
an electrical transcription at the studio 
Nothing was said about the company 
going on the air. t 

The record mentioned the name of no 
company. It was a sketch and told of 
a claim paid by a Western company on 
a man killed in a locomotive accident 
His wife did not know that her husband 
had carried life insurance. She did not 
know where to turn. She felt that she 
was at the end of the road. And then 
the agent walked in and handed her a 
check for $10,000. 

Company officials were impressed, but 
skeptical as to how the general public 
would take to programs of this nature. 
So the company had the record broad- 
cast over a small Philadelphia station. 
No name of any advertiser was used. Not 
wishing to reveal who was having the 
record broadcast, the radio audience was 
asked to call a special number in town 


(Continued on Page 8) 
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Long Range View of 
Electrocardiograph 


TALK BY DR. H. F. TAYLOR, AETNA 
It Benefits Both Applicant and Agency, 
Says Medical Director of Life 
Insurance Company 

At the recent convention of the Aetna 
Life in Montauk Point, L. IL, Medical 
Director H. F. Taylor discussed the 
electrocardiogram. He said that prob- 
ably no “aid to diagnosis” brought into 
medical underwriting has caused more 
criticism from insurance producers than 
has the electrocardiograph. Occasion- 
ally, it is the only means of detecting 
latent heart trouble. The routine physi- 
cal examination may reveal no evidence 
of trouble and the electrocardiographic 
findings be such that companies are 
obliged to decline for insurance. Such 
a combination of events is more apt to 
occur in the underwriting of a jumbo 
risk as in this group alone an electro- 
cardiogram is called for regardless of 
normal heart findings. 

“Who can blame an agent for com- 
plaining over the loss of a $100,000 appli- 
cation just because some ‘mechanical 
gadget’ didn’t look right—especially if 
two good examiners find nothing wrong ?” 
asked Dr. Taylor. “We can assure you 
that the lot of the electrocardiographic 
underwriter is not always a happy one 
and the spot in which he finds himself 
is sometimes excessively hot. In most 
instances we have found the agents in- 
volved to be philosophical, and have 
checked off their loss to just a little 
more hard luck, but hard luck is not the 
general rule in cases involving electro- 
cardiographic study. Many times we can 
give an application more favorable con- 
sideration with an electrocardiogram than 
we can without it. 


Standard Instead of Sub-Standard 

“We have always considered applicants 
showing more than an occasional inter- 
mittency of the pulse to be sub-standard 
risks. In the older individuals showing 
frequent intermittencies the rating is al- 
ways severe. In underwriting these cases 
we are allowed to accept at a lower rat- 
ing if the heart findings are checked by 
an electrocardiogram. Many times an 
applicant is issued standard insurance 
that would have received only sub-stand- 
ard consideration without an _ electro- 
cardiogram. 

“Our files for the past five years show 
ninety-seven applicants in whom the ir- 
regular or intermittent pulse was checked 
by electrocardiograms. In all other re- 
spects the physical picture was clear and 
the rating (with exception of one case) 
depended on the electrocardiogram en- 





tirely. Of these: 
23 cases with a total of $300,500 of insurance 
were rated A. 
27 cases with a total of $316,000 of insurance 


were rated B. 

5 cases with a total of $33,000 of insurance 
were rated C. 

1 case for $10,000 was rated Class D (B for 
pulse and B for glycosuria). Without the 
electrocardiogram and glucose test we 
would have rejected. 

41 cases with a total of $647,500 of insurance 
were rated S. 

Sums Up 

“Every one of these applications would 
have been considered only on a sub- 
standard basis without  electrocardio- 
gram. Those issued with a rating were 
given a lower rating as result of the 
electrocardiogram. 

“In the long run the electrocardiogram 
is of benefit to the applicant and agency 
in spite of the occasional instance where 
it seems to be only a stumbling block.” 


BRITISH INDUSTRIAL REPORT 

The British Industrial Assurance Com- 
missioner has just published his report 
for the year which ended December 31, 
1933. The report discusses business for 
1932 and shows that the number of new 
policies increased, although the total 
value was less than the year before. Fif- 
teen industrial insurance companies and 
155 collecting societies are reported. 
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HENRY MOIR 


U. S. Life Change 


(Continued from Page 1) 


per in that city. He is also president 
of the Underwriters’ Savings Bank for 
the Far East, Inc. 


The U. S. Life 


The United States Life was incorpo- 
rated February, 1850, and commenced do- 
ing business in March of that year. In 
November, 1924, the company reinsured 
the American business of the Nederland 
Limited Liability Life Insurance Co. of 


C. V. STARR 


Amsterdam, Holland. In 1927 it rein- 
sured the legal reserve division of the 
Telegraph & Telephone Life Insurance 
Co. The company’s business has been 
exclusively non-participating since Janu- 
ary, 1907. Mr. Moir, an actuary of in- 
ternational fame, was elected president 
June 19, 1923. 





RECHT & KUTCHER DINNER 

The Recht & Kutcher Agency of the 
Northwestern Mutual, New York, will 
hcld an agency dinner tonight at the 
McAlpin Hotel. 


Le 


SALES EXECUTIVE 
@WANTED 


Supervise sales for Salary 
Savings Division of large 
company. Home office ex- 
perience desirable. Must 
have proven sales or sales 
management record. (Col- 
lege graduate preferred. 
Age 25 to 40. Excellent 
opportunity to qualify for 
executive position. Detail 
qualifications and enclose 
photo. Your confidence 
will be respected. 


Our people know of this ad. 


BOX 1247 
THE EASTERN UNDERWRITER 
94 Fulton St., New York 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


@ Agency contracts particularly designed to 
give maximum compensation for quality busi- 
ness and so drawn that renewal results in a 
steadily pyramiding income for the man or wo- 
man who is looking for permanent connection. 




















STEBBINS TRAGEDY 


Wife and Two Children of Broker Die 
in California Automobile Accident; 


Hit by Truck 








The wife and two children of Arthur 
Stebbins, insurance broker and head of 
the firm of Stebbins, Leterman & Gates, 
were killed instantly in California recent- 
ly in an automobile accident. Mr. Steb- 
bins, who has been living in Hollywood 
recently, was not with them at the time. 

Mrs. Stebbins and the children were 
returning to Hollywood from Bakers- 
field, Cal., in a light automobile driven 
by Mrs. Ned Marin and also containing 
Mrs. Marin’s daughter. They were struck 
head-on by a truck loaded with farm im- 
plements, and all were killed instantly 
except Miss Marin, who died later in 
the hospital. 

Mrs. Stebbins was a niece of Joséph 
Schenck, head of the United Artists film 
organization, and of Nicholas Schenck, 
head of Loew’s and Metro-Goldwyn- 
Mayer. The two children were Gerald, 
14, and Lila Lee Stebbins, 11. Gerald 
was reported to be insured for $100,000. 
Mrs. Marin was a sister-in-law of Rube 
Goldberg. 

By a tragic co-incidence the accident 
occurred almost exactly two years after 
one in which Mrs. Stebbins escaped un- 
hurt but Mr. Stebbins suffered a frac- 
tured skull. Stebbins, Leterman & Gates 
have offices both in New York City and 
Hollywood and for some time Mr. Steb- 
bins has been at the Hollywood office. 





RELIANCE RECORD IN AUGUST 





More Applications Than Any Other 
Month in History; Volume Close 
to 1930 High Mark 
The number of applications produced 
in August by the field force of the Re- 
liance Life was the greatest in the his- 
tory of the company. A drive was con- 
ducted in honor of President Arthur E. 
Brown, having been started during his 

vacation in Canada. 

Submitted applications totaled 2,904 for 
a volume of $7,436,466 life insurance, and 
in addition there were $828,000 accident 
insurance and $4,445 of weekly indemnity 
health coverage. 

The life volume was 75.7% in excess 
of August, 1933, and within 7.1% of the 
company’s record August in 1930. The 
number of applications was 1,165 in ex- 
cess of August, 1933, and 812 in excess 
of the record of August, 1930. It was 
the largest month in the last thirty-two, 
since December, 1931. 





STATE MUTUAL INCREASE 

The State Mutual Life of Worcester, 
Mass., reports a steady increase in out- 
standing business during the first seven 
months of the year. Repayments of pol- 
icy loans, outstanding gains in paid bust- 
ness and a notable decrease in surrenders 
are the basic reasons for this gain ac- 
cording to the company. 
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Not a Care 
in the World! 


Like every other busi- 
ness man he wentthrough 
the usual worries when 
he was earning a living. 
But he isn’t worrying to- 
day. He is enjoying life 
on his John Hancock 
annuity, which will give 
him a definite monthly 
income as long as he 
lives. 


Clip the coupon for 
interesting information 















LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


JOHN HANCOCK INQUIRY BUREAU. 
k 197 Clarendon St., Boston, Mass. 
[Plnen aoed. i see Beetle ate, Gertie 

















LIFE INSURE RCE ee COMPA 


OF BosTOMm, MASSACHUSETTS 











She Didn’t 
Pinch Pennies 


A RETIRED business 
woman enjoying life, she 
didn’t miss any fun while 
she prepared for the life 
income she is receiving 
today. She simply planned 
with a part of her earnings 
for a John Hancock An- 
nuity—the ideal arrange- 
ment for young working 
people who want to stay 
young through life. Clip 
the coupon for interesting 
information. 
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Peete ‘INQUIRY BUREAU 
197 Clarendon St., Boston, Mass.. 





| Please send me ‘your bookl about A 





| Address 








City. 
| GM, 11-34 





























“l’'m not Rich- 
but I’m getting 
a lot out of Life 


And I always will. My 
a John Hancock Retirement 

wa 6Annuity is seeing to that. 
It takes just a small part of 
my pay-check now and 
when I’m ready to retire, 
it will give me a definite 
income as long as I live.” 

One of the nice things 
about an annuity plan is 
that it lets you live while 
earning a living. Clip the 
coupon for interesting in- 
formation. 


|r 
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LIFE INSURANCE COMPANY 


OF BOSTON. MassacnusetTs 





JOHN HANCOCK INQUIRY BUREAU ~ 


197 Clarendon St., Boston, Mass. 





Please send me your b klet about A 

















Joun Hancock 1934 Fall advertising tells the 
annuity story in national magazines having 


a total circulation of 15 millions 
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HEARD on the WAY 











Among insurance men noticed at the 
Gilbert & Sullivan performances by the 
D’Oyly Carte Opera Co. of London at 
the Martin Beck Theater last week were 
Leroy A. Lincoln, vice-president, Metro- 
politan Life; Walker Buckner, vice-pres- 


ident, New York Life and Austin D. 
Reiley, Mutual Life. All agreed that 
these are the finest performances of 


comic opera ever seen in this city. 





Art connoisseurs are following with 
closest interest the difference of opinion 
between Charles F. Williams, president 
of the Western & Southern Life, and the 
Newhouse Galleries, Inc., New York, over 
the authenticity of two paintings which 
had been purchased of the Newhouse 
concern by Mr. Williams. They are the 
portraits of Francis Villiers by Van Dyck 
and of a young girl by Rubens. At least, 
Mr. Williams purchased them in the be- 
lief naturally that they were genuine, 
but Walter H. Siple, curator of the Cin- 
cinnati Art Museum, expressed a doubt. 
As a result Mr. Williams, considerably 
perturbed, refused to pay a balance of 
$15,000 claimed to be due on the paint- 
ings. A court action followed. 

Since then there has been considerable 
testimony by experts on both sides of 
the controversy. 





The Life Office Management Associa- 
tion has engaged offices in the Bowery 
Savings Bank Building, New York City. 


Provident Radio 


(Continued from Page 5) 
if it wanted that type of program con- 
tinued. The phone rang for an hour 
continuously. That fifteen minute pro- 
gram over the small station resulted in 
170 letters and telephone calls. 

The Provident, surprised at this re- 
sponse, felt that it should investigate the 
possibilities of radio still further. It had 
four electrical transcriptions made of 
sketches based on actual claims paid by 
the company. These records were broad- 
cast once a week for fifteen minutes for 
four weeks in five cities—Philadelphia, 
Richmond, Cleveland, Chicago and Balti- 
more. Eight agencies were also involved 
in the test. 

Telephoned to Listeners 

While the first program was being 
broadcast in Philadelphia, the company 
telephoned a list of names composed of 
one-third well-to-do people; one-third 
medium class, and one-third poor. It 
merely asked the party what program 
they were listening to at the time. Ten 
per cent answered that they were listen- 
ing to the Provident program. 

The company, however, felt that this 
percentage was entirely too high for it 
would indicate that in the metropolitan 
area of Philadelphia some 250,000 people 
had listened to its program. 

Therefore, the second week it picked 
names at random from the telephone 
book to call while the program was on 
the air. Again 10% replied that they 
were listening to the Provident program 
at that time. 

At the end of the four week test pe- 


riod, the company tested the new busi- - 


ness of all its agencies. It found that 
the agencies getting the radio advertising 
had quite a differential in business. 

Of the eight agencies involved in the 
campaign, one had failed to gain; one 
exactly tied the company’s increase for 
the period. However, the other six agen- 
cies all showed a substantial gain. 

The company also found that 95% of 
the leads obtained from radio advertis- 
ing were accessible to Provident agents. 
This compared with 66% accessibility 
from magazines although it only equaled 
the newspaper’s percentage. 


Frank L. Rowland, secretary, will live in 
Westchester County. 

The conference of the association on 
life insurance home office investment ac- 
tivities will be held in the Spring. There 
have been two conferences by the asso- 
ciation on this subject since the associa- 
tion was organized. 





At Thames House, London, the work 
of choosing the new Unemployment As- 
sistance Board’s staff of about 6,000 men 
and women was begun at the end of 
August. The Beard is to take over under 
the new Act all public assistance of able- 
bodied unemployed not drawing insur- 
ance benefits. The entire permanent 
staff of the Board has to be created, 
from the secretary at £2,000 per annum 
down to the local investigating clerks, 
the lowest paid of whom will be women 
at approximately 41s. ($10.25) per week. 

The number of applications which were 
received before the closing date is esti- 
mated at over 25,000. Most of them are 
from Civil servants on the staff of the 


Labor Ministry and members of the 
staffs of local municipal authorities. All 
the work of the local public assistance 
committees in connection with transi- 
tional payments and the uninsured unem- 
ployed will be transferred to the new 
system, and many of the posts will be 
filled by transfer from local to national 
service. 

The applications are being gone 
through by eleven panels of five or six 
members, presided over by an_inde- 
pendent chairman chosen by the Civil 
Service Commission. 

In addition to the work of choosing 
the personnel, there is going on the es- 
tablishment of 270 area offices and a vast 
number of small local offices. Fair prog- 
ress is being made on this immense or- 
ganization job, but the expectation that 
the new Board would be able to take 
over its duties this Fall is unlikely to 
be realized. Indications are that it will 





begin its functions at the beginning 
of 1935. 
Alexander Dumas of the Seaboard 


branch, New York Life in this city, who 
has been elected president of the com- 
pany’s 1934 Top Club, was once office 
boy of Thomas A. Buckner. A number 
of those office boys, by the way, have 











WANT ED: For position in Actuarial 


department of large conservative com- 
pany, Associate or recent Fellow of 
Actuarial Society or American Insti 
salary about $3,000. Address Box No, 
1248, The Eastern Underwriter, 94 Fyl. 
ton St., N. Y. City. 














won distinction in the life insurance bysi- 
ness. 

Mr. Dumas has been with the New 
York Life a quarter of a century. The 
Top Club of the company was started 
in 1927. In the 1934 club year he paid 
for $1,031,750 with the New York Life. 


Uncle Francis 





Cc. B. KNIGHT AGENCY AHEAD 

The Charles B. Knight Agency, Inc., of 
the Union Central Life, New York, re- 
ports that paid-for business totaled 
$1,464,232 in August as compared with 
$1,345,755 in August, 1933. The total 
paid-for business for the first eight 
months of the year is $20,905,242 as 
against $11,526,850 for the same period 
of 1933. 
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l Operating in Illinois, Michigan, Minne- 
] sota, North Dakota, Washington and 
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Coburn Criticizes 
Geographical Knocks 


HARMFUL TO LIFE INSURANCE 





Warns Against Careless or Mali- 
~~ tah About Dividends; Com- 
ments on Company Gradings 


By John C. Leissler 


Dallas, Sept. 11—That protagonists of 
either participating or non-participating 
ife insurance who criticize the operations 
of the other, or managements of com- 
panies in one geographical section who 
criticize investments of companies in an- 
other section, are injuring the entire 
structure of life insurance, was the warn- 
ing made Tuesday by Arthur Coburn, 
vice-president, Southwestern Life, who 
indicated that the critics might find that 
they are in glass houses. 

Mr. Coburn, prominent actuary and 
former vice-president of the North 
American Reassurance, in his first ad- 
dress since moving to the Southwest, 
spoke before the Dallas Association of 
Life Underwriters. This group unani- 
mously voted to invite the National As- 
sociation of Life Underwriters to hold 
its 1936 convention in Dallas coincident 
with the Texas Centennial Exposition, 
which has been awarded to Dallas, and 
instructed its delegation to the Mil- 
waukee convention to announce that the 
formal bid will be made in 1935. 

Adjustments to New Conditions 

Mr. Coburn’s talk was probably the 
most outspoken and constructive analysis 
of the present outlook of life insurance 
that has been made in recent months. 
He declared all life insurance is faced 
with the necessity to write down asset 
values, or interest not collectible, and 
said that in making this adjustment ex- 
cellent progress has been made. Divi- 
‘end reductions are general. However, 
he warned that agents of mutual com- 
panies who seize on reduction of stock- 
holders’ dividends or agents of stock 
companies who have attempted to capi- 
talize on reduction in policy dividends, 
as competitive weapons, have acted to 
destroy public confidence in life insur- 
ance and to make more difficult the mak- 
ing of a livelihood for all in the business. 

He further stated that in a few cases 
stock companies have been required to 
go to the courts for orders permitting 
liens and that the interest on these liens 
were in effect increases in premium cost 
comparable to the simpler method of 
mutual companies by reducing dividends. 

“If you please, you can follow the ob- 
vious path of describing such cases as 
failures in the life insurance business 
rather than the fair procedure of de- 
scribing such cases as necessary legal 
actions to effect an increase in the pre- 
mium cost of life insurance. If you who 
represent mutual life insurance fail to 
understand what is involved in the mat- 
ter, or understanding, misrepresent the 
facts to the public, you will inevitably 
break down public confidence in all life 
insurance, mutual and stock. If you 
jlease to misdirect your efforts you will 
inevitably render it more difficult for all 
agents to earn a livelihood,” he said. 
Criticism of East by West and Vice Versa 

The speaker chided Eastern companies 
for criticizing farm mortgages of West- 
ern and Southern companies, and West- 
ern and Southern companies for criticiz- 
ing railroad bonds of Eastern companies. 
He pointed out that events of the last 
five years had shown well selected farm 
mortgages and railroad bonds represent- 
ing first mortgages on essential parts of 
essential roads to be sound investments, 
and that such criticisms had only acted 
to injure public confidence. 

Also, he was emphatic in discussing 
ratings of insurance companies by inde- 
pendent organizations, describing one 
such rating system as “unjust.” 

“In the daily operation of your business 
and your constant contact with the pub- 
ie you will be forced to answer the ques- 
ton, will you be a builder or will you 
be a destroyer?” was his sum-up. 
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NEW IDEAS 


OLD IDEALS 


CHANGES are coming fast. 
Yesterday is as dead as prohibition. 
Tomorrow is a show no one has seen. 


Our agency is alive to new situations. 
We have the stride of youth and the 
heritage of the Northwestern Mutual 
Life. We are geared for the future. 


RECHT & KUTCHER 


EMPIRE STATE BUILDING 


General Agents for the 
Northwestern Mutual 
Life Insurance Company 


"a billion dollar estate” 








Ass’n Opens Season 
With Sales Seminar 


FEATURES OF OCTOBER 9 EVENT 


New York Life Underwriters Packing 
Mass of Educational Material Into 
Day’s Session; Dinner at Night 


Opening the Fall season of the Life 
Underwriters Association of New York 
City, “A Practical Producers Selling 
Seminar” wili be conducted at the Hotel 
Pennsylvania on October 9. On_ the 
evening of the same day the first dinner- 
meeting of the association will be held 
at which Governor A. Harry Moore of 
New Jersey will be the guest speaker. 

The seminar, which will include prac- 
tical producers as speakers, will open 
with an address by J. M. Fraser, general 
agent for the Connecticut Mutual and 
president of the association. Following 
him Vincent Coffin, superintendent of 
agencies, Connecticut Mutual, and Ralph 
G. Engelsman, general agent, Penn Mu- 
tual, will stage a dialogue, “Man to Man.” 

Three separate hours of conference 
sessions will follow, each of which will 
contain seven group meetings. These 
sesssions will offer a practical course in 
Prospecting, approach and close. In gen- 
eral session again two sales talks dem- 
onstrations will be heard—one on cold 
canvass and the other on reference sell- 
ing. 

The conference will close with an ad- 
dress, “Can You Take It?”, by a prom- 
inent policyholder, giving his impressions 
of where one agent falls down and an- 
other ageni clicks 


The speakers in the first conference hour at 
10 o’clock will include: Meyer Goldstein, Mc 
Millen agency, Northwestern Mutual, and E. V 
Carbonara, Pennell agency, State Mutual, on 
“The Endless Chain Method of Prospecting” 
Fred Wolff, Gardiner agency, John Hancock, on 
“Use of Direct Mail’; G. H. Rice. Luther-Kef 
fer agency, Aetna Life, on “Getting From the 
Approach To the Interview’; Frank O. Wil 
liams, Murrell agency, Connecticut General, and 
Harold Regenstein, Keane-Patterson agency, 
Massachusetts Mutual, on ‘he Selling Story”: 
and the special subject, “Programing,” lead by 
C. P. Dawson, Beers agency, New England Mu 


The second group at o'clock will have 
leaders John W. Curry, n agency, Ma 
chusetts Mutual, and Samuel C. Dretzin, Rega: 
agency, Connecticut Mutual, on “Center of In 
fluence Method in Prospecting”; H. R Tompkins, 
Murrell agency, Connecticut General, on “The 
Approach Through Referred Names and Nat 
ural Contacts”; Edwin H. White, Luther-Keffer 
agency, Aetna Life, on “‘Making Audits Pay” 
Lester A. Rosen, Knight agency, Union Centr 
and John D. Howell, Hall agency, Penn Mutual, 
on “Objections”; and Leon G. Simon, Ford 
agency, Equitable Society, will conduct the spe 
cial group on “Business Insurance.” 

The third conference at 1:30 will have as 
speakers Eric J. Wilson, Engelsman agency, Penn 
Mutual, and Swift C. Barnes, DeLong agency, 
Mutual Benefit, on “Prospecting on Cold Can 
vass Methods”; John P. Papp, Connell agency, 
Provident Mutual, on “Income Insurance A 
proach”; P. A. Peyser, Keane-Patterson agency, 
Massachusetts Mutual, on “Making Service Calls 
Pay”; Harry Phillips, Jr., Engelsman 
Penn Mutual, and B. O. Barnett, Austin agency, 
Aetna Life, on “Closing”; and Lester Einstein, 
Ford agency, Aetna Life, will lead the special 
meeting on “Annuities.” 

Members of the Recht & Kutcher agency, 
Northwestern Mutual, will present the sales n 
onstration on cold selling under the direc 
ot Harry Krueger and H. D. Josephson 
cast includes C. A. Carpenter, E. J orri " 
Albert Phillipson, Lawrence Blades, S. A. Bor 
chardt, A. V. Gartner and G. J. Kutcher 

The demonstration on reference sel 
be given by John J. Gordon and ¢ 
Schoen of the Gordon agency, Home Li 

rhe committee in charge of the : 
is headed by Arthur V. Youngr 
gency, Mutual it, and Edwir 
Gardiner agency, Hancock 
bers are Ralph rel 
Penn Mutual; 
avency, Penn Mutual; 
Hall agency, Penn Mutt 
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A. F. HALL TALKS TO BANKERS 

Arthur F. Hall, president of the Lin- 
coln National Life of Fort Wayne, Ind., 
will be one of the principal speakers at 
the twenty-first annual convention of 
the Mortgage Bankers’ Association of 
America at the Edgewater Beach Hotel, 
Chicago, in October. 
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Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 
Why Do I Not Get Results I Feel I Am Entitled To? 


Copyright 1934 L. L. Montgomery 


A Well Planned Life 


Life Insurance Salesman: 


“Money is useless unless it is put to work, Mr, Prospective Client. 


From that 


point-of-view a life insurance company is the best working partner a man can have. 
The arrangements that can be made are so flexible, so certain in meeting every possible 


contingency for your future. 


Of course it takes imagination to do the planning. 


A well planned life is a rare achievement and yet so easy of attainment the way I 


am showing you here.” 


Using This Column Effectively 


The first part of this column from week 
to week is developed under the heading, 
“Life Insurance Salesman.” ‘This part 
can not be measured in terms of silent 
reading; it can only be measured in terms 
of reading out loud. It is oral presenta- 
tion material that has actually been used 
successfully in the field and each weekly 
unit orientates 


Our friends constitute a very significant 
part of our environment and we choose 
our friends voluntarily, they are hardly 
thrust upon us. 

The second part of the column is the 
“Selling Thought for the Week.” It is 
meant to be a self-selling suggestion to 
help create and maintain the right men- 

tal attitude. The 





around an impell- 
ing word or phrase. 

To study it ef- 
fectively you must 
learn it by heart, 
interpret it through 





Selling Thought for the Week 


Look well to your presentation. Re- 
member that you are a pleader before 


best way to use 
this weekly selling 
thought is to learn 
it by heart and let 
your imagination 
play upon the ideas 








your personality, the bar of social and economic justice. back of it from 
finding the right Make every word count. day to day. 

voice tones and For example, the 
feeling inflections. Selling Thought 


The appeal in this part is entirely to the 
ear which is vastly different from an ap- 
peal to the eye. Oral material when writ- 
ten is usually not good written material. 
To get the oral effect you must try it 
out as imagery developing material in the 
mind and heart of your prospective clients. 

You are getting through this column 
a complete course in the higher technique 
of life insurance selling and you are also 
getting a dynamic selling vocabulary as 
different from the traditional type vocabu- 
lary as the wagon stage of transportation 
is to the present air age, furthermore it 
is backed up by thirty years’ of actual 
selling experience. 

There is proof, reason, experience, and 
result-getting force back of every word 
used, It is the action-impelling power 
that counts in words, not their literary 
effect, and action-power comes from the 
release of energy concentrated and di- 
rected towards an objective end—there is 
action in drama. In drama the rise of 
the curtain discloses people moving and 
talking, and we know that the scene 
moves on to a climax. 

It may help as a reader of this column 
for you to know that I write it for the 
love of the game. I serve no master and 
I write for no effect, even if I could 
write for an effect my temperament would 
not permit me to do so. I write exactly 
as I think and feel and I write so that 
you may be helped to succeed in the 
greatest possible measure in your chosen 
life work. 

It is grand work and must have keen, 
sharp, logical, penetrating, dynamic, and 
impelling words as tools, and back of 
such words must be a mind and a heart. 
When we sell life insurance we are in a 
sense interpreting a philosophy of life. 

In this connection, a philosophy of life, 
I want to put on record my appreciation 
of the Three Musketeers of The Eastern 
Underwriter: Clarence Axman, Bill Had- 
ley and Jerome Philp. They are moving 
spirits with me and while the responsibility 
of the column is entirely mine, we are 
after all known by the friends we keep. 


this week emphasizes the need to consider 
your presentation as a great lawyer would 
consider his case in court, only in your 
case the court is the bar of social and 
economic justice. Make every word count 
is true for both lawyer and !ife insurance 
salesman. 


Some weeks ago the selling thought 
was, “One good dynamic selling phrase is 
worth a ton of explanation.” Keep a col- 
lection of these weekly selling thoughts 
and use them upon yourself. 

The third part of the column is the 
main article. Usually there is discussed 
some principle in selling or some opinion 


of my own or perhaps there may 
be an attempt of an_ inspirational 
nature. 


The articles should be collected and 
studied, especially studied for words and 
phrases that appeal to you and that could 
be used in your sales presentations. Keep 
track of the headings of these articles by 
putting them in a scrap book and indexing 
them. Even knowing the headings will 
help you in organizing your selling ideas. 
Headings are usually terse and convey 
ideas without a waste of words. Economy 
cf effort is as necessary in selling as it is 
in any field of human endeavor. 

Last of all there is the letter in the 
column. I can not answer all the letters 
received, some of them are too personal 
and have to be answered directly. I 
answer only those letters and communica- 
tions that come to me where by answer- 
ing something of general value to others 
besides the correspondent would be cov- 
ered. If you keep a collection of these 
letters you will have a short course in 
problem solving for men in the field. You 
will find many reading and study courses 
outlined in the replies to the letters. 


Each reader of the column will get out 
of it exactly what he puts into it. The 
column is an educational force to be 
studied and used. I have proof that ideas 
given in this column are making sales 
every day. It is an instrument created 
for your use but like another treasure it 
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“Opportunity for Men of Ability” 


THE COLONIAL LIFE 
INSURANCE COMPANY ORDINARY 


— of America — 
(Est. 1897) 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


INTERMEDIATE ***Y*NS ** AND CoNTINUING TO PLEASE! 


“REPRESENT A GOOD COMPANY” 
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with this plan which provides: 


The Five Star Annuity appeals today. 


Field men 


of THE LINCOLN NATIONAL LIFE INSURANCE 


COMPANY of Fort Wayne, Indiana, arouse interest 


Retirement income when 


wanted—life insurance when needed—cash options—and 


preferred rates. * 


* # * ¢ 




















PRIVATE OFFICE RENT FREE! 


There’s now a private office awaiting a progressive general insurance 
broker in an exclusive mid-town building overlooking the Avenue. To 
the man who can qualify through life insurance production for a grow- 
ing agency, it is rent free including facilities. 


Please write quickly in confidence to 
“General Agent” 
c/o THE EASTERN UNDERWRITER 
94 Fulton St., New York 






























must not be left for moth and rust to cor- 
rupt; it must be used and used every day 
in the presence of clients and prospective 
clients. The material is all wrought out 


from the red hot crucible of experience 
where one had to sell or perish, where 
no quarter was given or asked and 
where only the fit survived. 


Competitive Factors Are Relative 


T.N.M.: 

As I have written in this column, a life 
insurance relationship is developed through 
the working power of money and the 
value of an idea. Money is simply an ex- 
pression for stored up labor or energy. 
It is an invention of mankind and like 
all inventions subject to change and im- 
provement. Reasoning in this way, a life 
insurance company’s portfolio is a huge 
reservoir of stored up labor and energy, 
open under certain conditions to every 
one who can qualify to participate in its 
benefits. It is essentially a co-operative 
enterprise with its effort always tending 
towards social betterment. 

You can not get anything more out of 
the dollar from an investment point of 
view than is in the dollar. Whatever com- 
petition you face, or think you face, is 
relative competition. It is very difficult 
to find two absolutely comparable situa- 
tions in your work. Even in the biologi- 





cal world twins go their separate ways 
though they may look alike. 

If there is a condition of acute de- 
pendency, then you would advise your 
prospective client to place the emphasis 00 
risk account; if there is no dependency, 
then it becomes an emphasis on invest: 
ment and income account, especially that 
certain income for an uncertain number 
of years ahead. 


Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques 
tions to Mr. Montgomery at The Easter 
Underwriter, 94 Fulton Street. 





FEATURE MANAGERS’ SESSIONS 

The managers’ sessions which will be 
a part of the National Association of Life 
Underwriters convention in Milwaukee 
this month are featured in the Septem 
ber-October issue of Manager's Magi 
zine, publication of the Life Insurance 
Sales Research Bureau. 
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EQUITABLE MILESTONES 





1859—The Equitable founded on a mutual basis by 
Henry B. Hyde and associates. 


1861—Limit of risk increased from $5,000 to $10,000. 
1862—Conditional (Binding) Receipts first authorized. 


1865—First Dividend Paid to Policyholders at End of 
First Five Years. 
First Policy Issued with a Trustee Beneficiary. 


1866—Limit of risk on one life increased to $25,000. 
1867—Annual Dividends introduced. 


1868—Deferred Dividend Insurance introduced. 
Limit of Risk on one life increased to $50,000. 


1869—Travel and Residence Liberalized. 
Grace in Payment of Premiums. 


1879—Three-year Incontestable Clause introduced. 


1880—Insurance granted to Women. 
Occupational Sub-Standard Ratings. 


1881—Survivorship Annuity. 


1883—Immediate Payment of Death Claims. 
Life Annuity. 


1884—Limit of risk on one life increased to $100,000. 
25th Anniversary of the Society. 


1886—Freedom of Travel and Residence granted. 
Two-year Incontestable Clause introduced. 


1888—Deferred Annuity. 
1894—Right to change the Beneficiary. 


1896—Cash Surrender Values first allowed. 
Limit of risk on one life increased to $200,000, 
Policy Loans introduced. 


1900—Automatic Surrender Values. 
Extended Term Insurance. 


1901—First Schools of Instruction for Agents. 


1905—Convertible Policy. 
Two Life Annuity. 


1907—Optional Method of Settlement introduced. 


1909—Age limit reduced to 15. 
First Correspondence Course. 
soth Anniversary. 


1910—First $100,000 Club organized. 
Corporate Policy. 


1911—Group Life Insurance. 
Refund and Cash Refund Annuities. 


1912—Agency Clubs organized. 
First Disability Waiver Clause. 


1913—First Policyholders Service Campaign. 
1914—Income Bond. 


1917—Dcuble Indemnity. 
Post Mortem Dividends. 


1919—Educational Fund Agreement. 


1920—Endowment Annuity at 65. 
Group Accident and Health Disability. 
1921—Limit of risk on one life increased to $300,000. 
Additional limits by reinsurance. 
Retirement Annuity. 
Salary Continuance Agreement. 


1922—Cash and loan values given at end of two years. 
Group Accidental Death and Dismemberment. 
Limited Owner Policy. 


1924—Inheritance Tax service. 


1925—Complete Mutualization under 1917 plan. 
Age limit reduced to 10. 


1926—Two-year Initial Term Policy. 
Five-year Automatic Term. 
Non-Medical for Policyholders. 
Salary Savings. 


1927—Group Annuities. 


1929—Monthly Premium Insurance. 
General Non-Medical. 


1930—Special Life Annuity. 
1931—Economic Adjustment Policy. 
1933—Optional Retirement Policy. 


1934—Family Income Policy. 
75th Anniversary. 


Three Quarters of a Century of Progress and Public Service 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue 


THOMAS I. PARKINSON, President 


New York 
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Claim Men Should Get 
Information from Agents 


OPINION OF THEO. M. RIEHLE 
Sent Out Questionnaire to Agents to Get 
Field Slant on Problem, New 
York Manager Says 
T. M. Riehle, vice-president of the Na- 
tional Association of Life Underwriters 
and an associate manager in New York 
for the Equitable Society, told the In- 
ternational Claim Association meeting at 
White Sulphur Springs, W. Va.,_ this 
week that he had sent out a question- 
naire to prominent agents to get the ma- 
terial for his talk. He asked for com- 
plaints and got very few. “I guess I] 
came here to praise Caesar and not to 

bury him,” said Mr. Riehle. 

However he did have a number of sug- 
gestions to make as a result of the ques- 
tionnaire answers. While most claims 
are paid promptly, as routine matters, 
insureds during the contestable period or 
on disability matters do at times make 
mistaken claims. These claims should 
be patiently handled, Mr. Riehle pointed 
out. “In most cases honest differences 
can be reconciled. The agent is a val- 
uable aid in that process. We agents 
should all fight fraudulent claims and 
when we realize this obligation your job 
will be easier. 

“In handling a claim (other than the 
normal claim which is practically auto- 
matic) the claim department should call 
in the agent in the case and get some in- 
formation, from his viewpoint, as to the 
type and character of man with whom 
they are dealing. This, of course, assum- 
ing the agent is a ‘real’ agent living up 
to his obligations. 

“With those claims that go wrong the 
company should send out an investigator, 
then have him come back and talk with 
the agent.” 

30 YEARS WITH NEW ENGLAND 
Isadore Freid Has Been General Agent 
of Company for a Decade; Anni- 
versary Dinner 

On September 1 Isadore Freid entered 
on his tenth year as general agent and 
his thirtieth year of affiliation with the 
New England Mutual. His agency force 
celebrated the occasion at a dinner which 
they tendered him on September 6 at the 
Claremont Inn, 124th Street and River- 


side Drive. The occasion was note- 
worthy for the fact that there was a 
100% attendance. Business was taboo 


for the occasion and, aside from expres- 
sions of regard for Mr. Freid made by 
several members of the organization, the 
evening was devoted solely to good- 
fellowship. 


ZIMMERMAN FIELD DAY 

In honor of the third anniversary of 
Charles J. Zimmerman being general 
agent in New Jersey for the Connecti- 
cut Mutual Life, the agency force has 
arranged a field day which will be held 
today at the Columbia Fishing Club, El- 
tingville, Staten Island, N. Y. There will 
be all kinds of sports for which prizes 
will be awarded and there will also be 
a luncheon and dinner. 





MATHUS TO TALK IN NEWARK 

K. H. Mathus, editor of publications of 
the Connecticut Mutual Life, will be the 
principal speaker at a meeting of the 
Charles J. Zimmerman agency in New- 
ark, on Monday, September 17, at which 
time he will talk on the “Policyholders’ 
Goodwill Campaign.” 


QUALIFIES IN SIX WEEKS 
R. J. Johnson of the Bankers Life of 
Iowa in Richmond, Va., in the past six 
weeks sent in a larger first year premium 
cash income than any man in the past 
five years. He qualified for the Montreal 
school in those six weeks. 
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ms Against Mississippi 
Valley Life Exceed Assets Frederick C. Leen General Agent in i 3 recent decision held that the any 


in cash and real estate with a book value 





NEW BERKSHIRE APPOINTMENT AUTOMATIC LOAN DECISION 
The Springfield, Mo., court of appeals 





Maine Succeeding D. J. Roach; 


Ancillary receivers for the Mississippi A Native of That State matic premium loan clause in a life jp. 
Valley Life, which had its principal of- The Berkshire Life has appointed Surance policy was void as contrary 
fice in St. Louis, filed a report in the frederick C. Leen general agent at Port- the Missouri non-forfeiture statute pro. 


are court there this week showing and for the state of Maine, succeeding 
claims of $631,000. The receivers are 
William E. Caulfield and Superintendent 
R. Emmett O’Malley. The receivers es- 


pe Mange ee term insurance anj 
: that the insured’s election of automa; 
the late Daniel J. Roach, who had been premium loan was not binding. The pol 
general agent there for twenty years. ‘icy in question was issued by the Mix 
assets approximate $20,000 Mr. Leen is a_native of Maine, graduate souri State Life, August 27, 1917, anj 
of St. John’s College and has been in the the action was brought by the widow oj 
life insurance business for about a dozen the insured and a decision affirmed judg. 


When the Mississippi Valley Life went years. He joined the Berkshire in 1933 ment of the trial court for the benej. 
into receivership in April, 1932, it had and qualified for the Senior Rhodes Club ciary in the sum of $3,173, subject to re. 
approximately $30,000,000 of insurance in his first year. duction by policy loan and premium not, 
f The company’s Ordinary business 


was reinsured in the Republic Life of 4,000 APPS IN AUGUST GOT 1,686 APPS. IN AUGUST 








the National Life of the , ‘ : 
Liens of 100% on the re- During August the Jefferson Standard New business received by Northwest. 


serves were placed against Ordinary pol- Life field force produced nearly 4,000 ap- ern National Life of Minneapolis jp 


plications, the largest number written in August set two new production record; 
one month in the company’s history. for the company as the month’s total ex. 
ceeded that of any previous month of 








H. G. DENNEY MADE AUDITOR this d : 
year and at the same time estab. 
Harry G. Denney has been made agency SEND OUT CITY FIGURES lished an all-time mark for August = 
auditor for the Pacific Mutual Life. He The General Agents’ Association of ume. 
has been with the company since 1916, Indianapolis is now sending out monthly The record-breaking total was -1,6% 


most recently as an agent in Chicago. figures on insurance production in that applications for $6,300,927, beating the 
Austin L. Flohr, former agency auditor, city. Each office reports its totals to the best previous August mark—set in 1929 
is switching to the selling end of life in- R. & R. Service, where figures are com- by 18%. Compared with August of a 
surance in Chicago. bined. year ago, the gain was 54%. 








| Already on the Way wks : 











AUGUST PRODUCTION SETS RECORD | 


* NWNL’s agency organization ‘‘jumped 
the gun’ on the fall business upswing last month 
by setting an all-time August high for new 
life insurance sold. The record-breaking total 
consisted of 1,686 applications amounting to h 


Regardless of the fact that 1929 was a 
boom year and that now we are supposedly only i 
started on the way up from the bottom, this 


$6,300,927. , ; ' 


record exceeded 1929's best previous August by i 
18 per cent and was 54 per cent greater than last 
year's August total. 


* No contest or special drive for business 
figured in this record. However, August was 4 
the first month in which the new NWNL Sales ; 
Portfolio, ‘Common Sense in Considering Life 
Insurance,’’ was in general use. | 


NORTHWESTERN NATIONAL 
© LIFE INSURANCE COMPANY * | 


O. J. ARNOLD, Parswent 


STRONG- MinneapolisMinn. ~ LIBERAL 
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Allen & Schmidt Gives 
Party For New Agents 


FALL CAMPAIGN IS UNDER WAY 





H. Arthur Schmidt Toastmaster at 
Luncheon Affair; Business Ahead 
For First Eight Months 





New full time agents of the Allen & 
Schmidt agency in New York City, who 
have joined this prominent New England 
Mutual Life office during the past few 
months, were given a formal welcome at 
a luncheon on Tuesday held at the Cres- 
cent Athletic Club, H. Arthur Schmidt 
presiding. Bertram J. O’Keefe, leading 
producer of the agency, and Harold E. 
(oe, a big writer of twenty-five years’ 
connection with the office, both extended 
sreetings to the newcomers, who in- 
‘iuded Philip F. Broughton, C. L. Post, 
Walter Knowlton, Robert Diament, E. S. 
Russell, Clarence C. Diack, Clark Mellen, 
Henry C. Cundell- and Karl Wilson. 
Dr. David D. Stowell and Dr. W. Morris 
Weeden, who are jointly chief medical 
examiners affiliated with the agency, also 
were present. 

Edward W. Allen, senior partner, gave 
in detail the plans drawn up for a fall 
production campaign under which all 
agents of the $250,000 class are in Group 
A and those writing under that total in 
Group B. The winners in each group will 
each receive a silver cocktail set and tray. 
This award will remain in the permanent 
possession of the winner provided he is 
the leader in paid-for volume of his 
croup for three months beginning Sep- 
tember 1. 

For the first eight months the Allen 
& Schmidt agency is substantially ahead 
of the quota assigned to it by the com- 
pany for the year. With the acquisition 
of new men and the rehabilitation which 
the older men have undergone during re- 
cent months, bringing them to a more 
progressive point of view, it is felt that 
the remaining months of the year will 
show a still further increase in the 
agency’s paid-for business for 1934. 
Thirty-eight attended the luncheon and 
the closing remarks in an enthusiastic 
vein were made by Edward W. Allen, 
senior member of the firm. 





EQUITABLE OF IOWA GAINS 





Has Had Average Increase in Paid-For 
of $1,300,000 for First Eight 
Months of 1934 
The Equitable Life of Iowa had an 
August paid-for business of $4,570,541, a 
gain of $542,899 or 13.5% over August of 
1933. This was the eleventh consecutive 
month of gain for the company. Its 
average gain for the first eight months 

of 1934 has been $1,300,000 a month. 

The Griffin, Ingram & Pfaff agency 
in Chicago was the leading office and 
E. J. Faltysek of that agency the lead- 
ing producer. During the same month a 
number of agents reached high records 
in app-a-week production. G. W. Ran- 
dall of Williamsport, Pa., attained his 
70th week. C. R. Reed of Pittsburgh 
reached 550 weeks. 





HASTIE SCHOOL IN TORONTO 
The Life Underwriters Association of 
Toronto is to open the new season by a 
one-week school to be presided over by 
John R. Hastie, Chicago assistant man- 
ager for the Mutual Life of New York 
There will be fifteen addresses in the 
days between September 17-21 inclusive 
The North American Life has donated 
the use of a room in its home office build- 
ng for the school. Lectures will be in 
the afternoon, leaving mornings free for 
field work. Before the school starts on 
Monday, September 17, Mr. Hastie will 
address the regular monthly meeting of 
the association in the Royal York roof 
garden on “Price Tags to Success.” 


SPECIAL NYLIC REVIEW ISSUE 
. The September issue of Nylic Review 
‘8a special club number. 





Europe Sees America 
Fortunately Placed 


L. E. SIMON BACK OPTIMISTIC 





Massachusetts Mutual General Agent 
Returning from European Tour Tells 


of Views Abroad 





Filled with renewed energy and optim- 
ism for the future, Lawrence E. Simon, 
general agent for the Massachusetts Mu- 
tual in New York City, returned to this 
country on the Ile de France last week 
after a vacation of nearly two months 
in Europe. 

Upon his return Mr. Simon said, “I 
was much impressed with one fact. Over 
there I could view this country as one 
apart from it. I spoke to several bankers 
and prominent business men in France, 
Switzerland, particularly in England, and 
with a prominent German manufacturer, 
and they are all of one opinion, ‘There 
is nothing that can hold America down.’ 

“When you travel through France as I 
did, you realize that things are not nearly 
so bad in this country as we sometimes 
believe. Throughout Paris hundreds of 
shops are closed, fine old hotels and res- 
taurants that used to be landmarks have 
gone and.there is a very depressing at- 
mosphere. Switzerland is worried be- 
cause the American tourist trade has 
fallen off so greatly. England is on the 
upward turn and they are all confident 
of the future of America. Many men 
in these different countries said to me, 
‘If we only had your country and your 
opportunities.’ 

“T return to New York 100% optimistic 
for the future, and the immediate future 
if our agents will pay the price in effort.” 





State Life, Indianapolis, 
Has Fortieth Anniversary 


The State Life of Indianapolis, re- 
cently celebrated the fortieth anniver- 
sary of its founding by Andrew Sweeney 
in 1894, father of Robert E. Sweeney, 
now president. The elder Sweeney was 
president the first twelve years. Fol- 
lowing his retirement, Henry W. Ben- 
nett became president. He was succeeded 
by Charles F. Coffin, who had served as 
counsel and vice-president for several 
years. Robert E. Sweeney has been af- 
filiated with the company thirty years, 
starting as an office boy during his sum- 
mer vacations. He succeeded Mr. Coffin. 

The company is the oldest legal re- 
serve company in Indiana. It has grown 
from $58,000 in assets and $7,000,000 in 
insurance, which it had the third year of 
its existence, to more than $42,000,000 in 
securities approved by the compulsory 
deposit law, and $200,000,000 in insurance 
in force. 


GUARDIAN SETS RECORDS 








Largest One-Day Business Produced on 
September 4 for Return of 
President Heye 

Guardian Life production forces have 
established two company records re- 
cently: In August they had the largest 
submitted business in the company’s his- 
tory and on September 4 the return of 
President Carl Heye to his desk was 
marked by the greatest volume of busi- 
ness ever received by the company on 
one day, 609 applications for $2,794,566. 

In August with submitted and issued 
business at an all-time high the gain in 
paid production over August of 1933 was 
58%. For the first eight months the 
total is 43% above last year’s total for 
the period. 


MAJOR A. R. KNOTT DIES 

Major Arthur R. Knott, Equitable So- 
ciety representative in Montclair, N. J., 
died in a hospital there this week, after 
an operation. He was forty years old 
and during the World War was dec- 
orated with the Croix de Guerre with 
bronze, silver and gold bars by the 
French government for ‘extraordinary 
bravery near Belleau Wood and Soissons. 
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“Life insurance companies are 
judged on their record of prompt 
payment of claims; their man- 
agement and personnel; their 








financial stability and integrity; 
and their effectiveness in pro- 
viding adequate remuneration 
for their field representatives.’ 


‘Te MANNER in which we are 
meeting these standards of a 
life insurance company is 
described in two booklets: 
“How to Judge an Insurance 
Company,” and “Let’s Talk 
About Your Future,” which 


we shall be glad to send you. 


(3456388, 


Saint Louis 


9 











The Easiest Way 
To Reach a Man 


Approach a man through his children and you 
rivet his attention at once. Remind him of the 
innumerable recreation hazards his “young people” 
incur and he will agree that he needs protection 
against possible financial loss from this source. 


One of our most interesting circulars features 
the ideal contract for this purpose. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


ESTABLISHED 1865 
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Henry W. Taft on Art 
Of Claim Settling 


FAMOUS NEW YORK LAWYER 





Claim Association Also Gets His Slant 
On Danger Involved in Too Much 
Governmental Relief 





Henry Waters Taft, famous New York 
lawyer, brother of the late Chief Justice 
William Howard Taft, discussed the art 
of claim settling, disability benefits and 
governmental old age insurance in his 
address before the White Sulphur 
Springs convention of the International 
Claim Association this week. On the 
program of the association before in 1932 
Mr. Taft indicated his pleasure at being 
invited again, saying that he felt himself 
in the insurance atmosphere, being 
a trustee of the Mutual Life of New 
York for the past twenty-five years 
almost the longest in service on the 
board—and a member of its committee 
on insurance and agencies. 

Having had long experience with 
claimants against railroad companies Mr. 
Taft said he appreciated the value of 
personal contacts with them even 
although he, unfortunately, had his deal- 
ings generally through their lawyers. He 
cannot imagine an occupation in which 
one comes in contact with so many 
phases of human character as that of 





those settling claims under insurance 
policies—claims involving the honesty, 
imagination and cupidity of the as- 
sured. 


Capriciousness of Juries 

Mr. Taft also appreciated the difficulty 
experienced by the claim man that “in 
case of doubt the vast majority of your 
fellow-citizens, of which juries are only 
a cross-section, make a _ presumption 
against the underwriter—just as you 
might if you were not in the insurance 
business. 

Disability Benefits 

As to disability benefits Mr. Taft said 
that the Mutual Life probably adopted a 
policy against the disability benefits 
clause because of the difficulties in set- 
tling claims. He recalled that one of the 
Association’s speakers in 1932 had sum- 
marized the underlying difficulties in 
these words: 

“*Those of us who are still laboring 
with such claims sometimes wonder if 
there is such an animal as a non-claim- 
ing or non-malingering type.’ 

Said Mr. Taft: “This is a little cyni- 
cal; but it is the fact that claims are 
often exaggerated—honestly and uncon- 
sciously—and there is also the intentional 
malingerer. To settle claims calls for a 
high degree of skill and an experienced 
judgment to detect the wiles of talented 
liars, and an undue expenditure of time 
and money. It is doubtful whether the 
advantage of getting the business com- 
pensates for the difficulty of an ultimate 
adjustment. 

Slant on Government Relief 

“One cannot but contrast this with gov- 
ernmental old age pensions and relief as- 
sistance, where nothing need be shown 
but age or destitution to make govern- 
ment funds flow freely; and often in the 
process unimpaired ability is converted 
into permanent moral disability, sturdy 
initiative becomes transmuted into de- 
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Claim Men Elect Morrow 
William I. Morrow, assistant secre- 
tary, Aetna Life, was elected president 
of the International Claim Association 


at the close of its White Sulphur 
Springs annual meeting this week. 
Other officers elected were L. D. 


Erion, vice-president; Louis L. Gra- 
ham, Business Men’s Assurance, sec- 
retary, and F. L. Templeman, Mary- 
land Casualty, treasurer. Robert K. 
Metcalf, Connecticut General, was re- 
elected chairman of the executive 
committee. 











grading indolence and self-respect disap- 
pears. Fortunately, only a minority of 
those assisted by the Government funds 
are thus affected, but we should be vigi- 
lant to see that it does not go beyond 
reasonable bounds. 

“The prevailing dependence of those 
engaged in trade, industry and agricul- 
ture, on government assistance, is a 
menace for it tends to check a spirit of 
initiative and independence, without 
which our social system, our form of 
government and our economic structure, 
cannot long endure.” 





RECHT & KUTCHER AD PLANS 

The Recht & Kutcher Agency of the 
Northwestern Mutual Life, Empire State 
3uilding, New York, starts an advertis- 
ing campaign in this week’s issue of The 
Eastern Underwriter with striking copy 
showing an unusual shot of the Empire 
State Building. The copy was prepared 
by Irwin L. Detchon of the advertising 
agency of Phillips, Lennon & Co., New 
York. 


HOLDING “SOUTHERN FEUD” 


A sales contest among four southeast- 
ern agencies of the Northwestern Mu- 
tual Life the past two months has been 
known as the “All-Southern Feud.” A 
victory celebration starts today at High 
Hampton, N. C., and among those in at- 
tendance are Grant L. Hill, director of 
agencies; Nelson Phelps and Russell 
Thierbach, assistant directors in charge 
of these states. The general agencies are 
those of Luther Allen at Atlanta, Ga.; L. 
Watts Norton, Durham, N. C.; E. T. 
Procter, Nashville, Tenn., and W. Tolar 
Nolley, Richmond, Va. 


BOOKLET FOR YOUNG WOMEN 


A life insurance booklet directed to- 
ward young women has been issued by 
the Lincoln National Life outlining the 
uses of the company’s special policies, 
“Adaptable Endowments,” as applied to 
the financial life of the average young 
woman. The theme is that the young 
woman can fit her savings plan to chang- 
ing needs as they arise throughout the 
year. The booklet is printed in green, 
black and orchid. 


THEME FOR PROSPECTING 
“A professional appeal to professional 
people” is the theme for Equitable So- 
ciety agents during the month of Sep- 
tember. 


D. E. JONES IN HOSPITAL 
D. E. Jones, vice-president of the Con- 
tinental American Life of Wilmington, is 
confined to a hospital at Wilmington fol- 
lowing an operation for gall stones. 




















Attractive Policies 
Children's Insurance 
Retirement Income Endowment 


Philadelphia Life 


111 N. Broad St. 





Opportunity In West Virginia 


Can you build a General Agency? 
Do you live in Wheeling, Charleston, or Huntington? 


Glad to furnish full information. 


Insurance Company 


Par and Non Par 
Low Cost Life Policies 
Special Adjustment Policies 


Philadelphia, Pa. 

















Established 


in 1847 


In United States 
15 Years 


Canada Life 


Assurance ompany 


Established 1847 


WAYNE E. HIBBARD MUCH ALIVE 


In July a correspondent sent to The 
Eastern Underwriter a story to the ef- 
fect that Wayne E. Hibbard, founder and 
former president of the Union States 
Life of Portland, Ore., had died. Hap- 
pily the story is untrue and grew out of 
a confusion of identities. Mr. Hib- 
bard, with characteristic good humor, 
takes a Mark Twain view of the alleged 
news item. Mr. Hibbard had resigned 
as president of the Union States and is 
now field supervisor for the Midland Na- 
tional Life at Portland. The original 
item coupled this change with the death 
of Captain A. C. Barber, former Oregon 
Insurance Commissioner, which occurred 
at about the same time. The result was 
the direct misstatement which The East- 
ern Underwriter regrets exceedingly. 





STOWELL AGENCY MEETING 

An agency meeting of the Bert H. 
Stowell agency of the Provident Mutual 
Life at New Brunswick, N. J., will be 
held today in the Trenton, N. J., office 
of the agency located in the Broad Street 
Bank Building. Following the meeting 
the entire agency force will go to the 
Trenton broadcasting radio _ station 
(WTNJ) in the Stacy-Trent Hotel for 
an audition of the advertising campaign 
to be put on by the company in October. 





PENN MUTUAL GAINS 16.6% 

The Penn Mutual’s paid-for volume in 
August gained 16.6% over that of Au- 
gust, 1933, and the number of policies 
increased 41.4%. The volume gain for the 
first eight months was 14.8% and the 
gain in number of policies was 27.4%. 
William A. Law, president of the com- 
pany, believes the figures indicate that 
people with increased incomes are re- 
gaining confidence to invest and are now 
liberally doing so through life insurance. 





N. Y. MEMBERSHIP DRIVE GAINS 


A gain of forty-three members has 
already been recorded since July 1 by 
the membership committee of the New 
York Life Underwriters Association, 
bringing total membership this week to 
1,432. A meeting of the committee was 
called last week by Joseph Bookstaver, 
general agent, Travelers, to further or- 
ganization plans and contact men not at 
the original organization meeting. About 
fifty men attended. 


SHOEN JOINS GORDON AGENCY 


Arthur Y. Schoen has joined the John 
J. Gordon agency in New York of the 
Home Life of New York and will be 
organization manager. Mr. Shoen has 
been in the life insurance business 
twenty years. Since 1923 he has been 
with the Cedar Street agency of the 
Massachusetts Mutual which was for- 
merly managed by T. R. Fell and which 
has been headed the last few years by 
Lawrence E. Simon. During the past 
eight years Mr. Shoen has been a half- 
million dollar. producer. 











1848 


Experienced 
Friendly 


Secure 


1934 


Union Mutual 
Life Insurance 
Company 


Portland, Maine 








HARD WINTER 
AHEAD 


Goose bone prophets freely pre- 
dict another hard winter ahead. 
But life insurance men who are 
properly equipped for easier sell- 
ing need not worry over cold 
weather. Increased production 
will keep their home fires burning 
brightly. 


Fidelity offers... .. 


In addition to effective visual ap- 
which capture attention, 
interest and launch the 
agent into his selling theme in the 
first few minutes of the interview, 
Fidelity workers are backed by a 
complete kit of modern policies, in- 
cluding Low Rate Life, Family In 
come and its famous “Income for 
Life” plan. 


r 


peals 


arouse 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT Present 











AN ANSWER THAT “CLICKS” 

An answer to the objection “See me 
iater in the fall” developed at the recent 
Lincoln National Life convention by 
T. Cooke and C. B. Jordan, northern 
Indiana, has been successfully used by 
a number of agents since returning from 
the convention, according to the com- 
pany. 

During the sales demonstration put of 
by Messrs. Cooke and Jordan when the 
prospect asks the salesman to come bac 
and see him later in the fall the sales- 
man replies: “Well that disposes of = 
all right, but how about Mrs. Prospect! 
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ML. Lane Celebrates 
His 20th Anniversary 


CONN. MUTUAL GENERAL AGENT 





Gave Up Promising Export Career to 
Enter Life Insurance Where He 
Has Been Successful 





Mervin L. Lane of the well-known 
Lane family in New York City, repre- 
senting the Connecticut Mutual Life, is 
celebrating his twentieth anniversary in 
the business today. While managerial 





MERVIN L. LANE 


duties have absorbed most of his time 
during the past ten years Mr. Lane has 
kept up personal production. His pres- 
ent agency, which started in the depths 
of the depression—1931—is going along at 
a good pace. 

Mr. Lane left a promising salaried job 
with an export house where he was man- 
ager of the South American department 
to go into life insurance. He had been 
promised a trip to South America by his 
firm and, in fact, had studied Spanish 
to be in readiness for it. But his father, 
Louis Lane, convinced him that a life 
insurance career held out far more prom- 
ise. So in September, 1914, he started 
with the Equitable Life Assurance So- 
ciety in one of its New York agencies. 
One of his first cases incidentally was 
written in J. P. Morgan’s office. 


Becomes Agency Manager 


Pretty soon Mr. Lane was in line for 
an assistant manager’s post following 
which he went with I. A. Lewis at 280 
Broadway as unit manager. His father 
at the time was building a full time force 
as uptown agency manager for the So- 
ciety but wisely preferred to have his 
son make his own way rather than 
bring him into his agency. When a 
managerial post became available at 1140 
Broadway on July 1, 1925, Mervin Lane 
was ready to fill it. 

From the start of his managerial ca- 
reer to date his emphasis has been on 
building a full time organization. After 
his Equitable Society representation 
ended early in 1929 he was a general 
agent for the Home Life with his father 
for a few years before making his pres- 
ent connection with the Connecticut Mu- 
tual. Headquarters are maintained in the 

mpire State Building with a staff of 
about twenty full time producers. 

Among his contributions to the busi- 
ness Mr. Lane has been twice chairman 
of the business practice committee of the 
Life Underwriters Association of New 
York; handled the sales congress pro- 
gram three years ago and the annual 
banquet in 1932. He has been a thor- 
ough, conscientious worker and has 
earned the respect of his associates and 
competitors during his twenty years in 
the business. He has frequently contrib- 
uted humorous articles to insurance 


Eighty-Nine Awarded 
Management Diplomas 


406 ARE GIVEN CERTIFICATES 





Life Office Management Association In- 
stitute Issues Booklet Giving Results 
for First Two Years 


The Life Office Management Associa- 
tion Institute this year for the first time 
has awarded eighty-nine diplomas, which 
are granted upon successful completion 
of all examinations in Courses I and II. 
Also 406 certificates were issued to stu- 
dents having successfully completed all 
examinations of Course I in the principles 
of life insurance. ‘ 

Since inaugurating its educational pro- 
gram two years ago the Life Office Man- 
agement Association has done much con- 
structive work in teaching insurance fun- 
damentals and detail to home office staffs. 
The slogan of the work is “Learn your 
business, not merely your job.” 

The report of the institute for the past 
year shows that: 

1,466 students, employes of life insur- 
ance companies of the United States and 
Canada, registered for 4,330 examinations, 
of which 4,130 were actually submitted 
and graded. 

Candidates for the Institute awards of 
certificate and associateship were suc- 
cessful in passing 3,045 examinations. 

Candidates were successful in passing 
67.8% of Course I examinations and 
91.1% of Course II examinations. 

Average Age Is 29 Years 

The average age of students sitting for 
these examinations was 28.6 years. 

Seventy-three life insurance companies 
located in the United States and Canada 
had students registered for this course. 

In addition were students associated 
with various state departments, life in- 
surance associations and universities. 

The official results of the examinations 
have been announced in a booklet which 
lists the candidates who have success- 
fully passed one or more examinations 
both this year and last. Also in the 
booklet are the questions used in the ex- 
aminations for the two years. 

The syllabus for the coming Institute 
year is being prepared and will probably 
be distributed during the early part of 
October. Over 3,000 students are ex- 
pected to take next year’s examinations. 

The educational committee is headed 
by Herbert N. Hamilton, Union Central, 
and other members are Charles M. 
Taylor, Provident Mutual; Harry H. Al- 
len, Mutual Benefit; O. D. Newton, Lon- 
don Life, and William P. Barber, Con- 
necticut Mutual. 





RELIANCE AGENTS’ OWN DRIVE 

Setting out to get 100 interviews for a 
total of twenty-five sales and $100,000 
volume, Clyde Gragg and Jack Morrison, 
Alabama agents of the Reliance Life of 
Pittsburgh, kept careful records of each 
day’s work and reported at the end of 
the month 100 interviews, thirty sales, 
$97,000 volume and $2,809 in premiums. 
Of the thirty sales, only six of the ap- 
plicants had been listed as prospects 
when the drive started. Thirteen sales 
for $54,000 came from age-change pros- 
pects, many of which were on “orphan” 
cases. 


CANADA LIFE “MILLION CLUB” 

The Canada Life has a “Million Dol- 
lar Club” consisting of members who 
have in force at least $1,000,000. A large 
group of members were introduced at 
the company’s recent regional meeting 
at Bigwin Island by S. C. McEvenue, 
agency superintendent. Some had had 
long service with the Canada Life, others 
were comparative newcomers. 








trade magazines, and did considerable 
creative work on the Beastly Under- 
writer published as a burlesque by the 
Life Underwriters Association three 
years ago. 

Mr. Lane’s chief interests outside of 
business are music, graphology and thea- 
ter-going. 








IT'S NEW! 
IT'S MODERN 
IT'S SYSTEMATIC! 
IT'S A REAL NEW DEAL! 


A plan that permits a Policyholder to 
build up a savings fund, with a guar- 
anteed interest rate of 3'/,%—permits 
withdrawal of that fund at any time— 
and, in the event of death before the 
completion of the savings program, 


RETURNS THAT FUND 
TO THE BENEFICIARY 
IN ADDITION TO THE 
FACE AMOUNT OF THE 
POLICY. 


Ask for particulars of this new 


MODERNIZED SYSTEM- 
ATIC SAVINGS POLICY 
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THRIFT 
IS NOT ENOUGH 


It is not enough to be thrifty; to put aside a portion, however small, 
of the family income. One must be sure that the savings, often accu- 
mulated at great sacrifice, will be available when required. 


Those institutions which have weathered the past few years have proved 
their strength and dependability. 


Life Insurance, for example! Day by day, month by month, year by 
year, life insurance companies have continued to meet their obligations 
dollar for dollar, without postponement, without discount. 


During the three years 1931-32-33, the Sun Life paid to policyholders 
and beneficiaries the sum of $328,000,000, an equivalent of $364,000 
for each working day. 


From time of organization to December 31st, 1933, the Company paid 
to policyholders or their dependents the remarkable total of 
$800, 170,033. 


There is a Sun Life policy for every require- 
ment and a trained Sun Life representative 
ready to give you expert advice on request. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: MONTREAL 
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CANADIAN SUPERINTENDENTS 
The insurance superintendents of the 
Canadian provinces met in the Maritime 
week 
when they held the seventeenth annual 
John, N. B., 


Provinces for the first time this 


conference at St the home 
province of R. P. Hartley, president of 
The 


superintendents of 


the association. majority of the 


Canadian insurance 
have held that office for upwards of ten 
years but unlike the insurance commis- 
sioners of the United States, the Can- 
adian officials combine their office with 
other duties. 
adian superintendent a full time official. 


In only one case is a Can- 


Among other duties they are registrars 
of companies, fire marshals, inspectors 
of trust companies. But mostly the Can- 
adian superintendents are lawyers or ac- 
countants. There are a 
in the United States in which the office 
of insurance combined 
with other duties such as in New Jersey, 
where the insurance commissioner is also 
banking commissioner and in Kentucky 


few instances 


commissioner is 


where the state auditor is the insurance 
official. 

President Hartley, in addressing the 
Canadian superintendents’ association, 
said that one of the reasons he wanted 
the association to meet in New Bruns- 
wick was to bring before the provincial 
government the importance of the work 
of insurance supervision and to show the 
advisability of designating one of its dep- 
uty department heads as the superintend- 
ent of insurance. Also he wanted to stir 
up interest in enacting a general insur- 
ance statute and providing a system of 
The 
Maritime Provinces have been behind the 


licensing and control of all insurers. 


others in recognizing the importance of 
insurance Prince Edward 
Manitoba Act 


years ago and the present deputy provin- 


supervision. 
Island adopted the two 
cial secretary-treasurer of Prince Edward 
Island now has the added title of super- 
:ntendent of insurance. 

It is Mr. Hartley’s contention that the 
setting up of an Insurance Department 
adequate to supervise the business does 
not cost the public or the business more 
than the haphazard system of premium 
tax and agents’ license 
replaces there. 

Insurance 


fee collection it 


in Canada has 
been successful in effecting uniformity in 
laws and regulations largely because of 
the excellent 


supervision 


co-operation among the 
provincial superintendents themselves. 








A FARM SITUATION ANGLE 
When corn was only about thirty-fiv: 
cents or less on the Iowa markets one 
of the leading Iowa life insurance com- 
accepted fifty 


bushel as a credit on interest due. 


cents a 
This 


corn was kept on the farms and has been 


panies corn at 


held over and is bringing it a handsome 
return. A few days ago the company 
sold this corn at eighty-two 
cents a bushel on the farm in the south- 
part of the state where the 
drought has been rather severe this year. 

Incidentally, it is interesting to know 
that from the standpoint of many of the 


some of 


western 


farmers in that district, they will, even 
with practically no returns on their farm 
this very fair 
because of the 
corn they held over which is now stored 


crops for year, have a 


average for two years 
It was 
reported that in one of those southwest- 


and can bring a very good price. 


ern counties there are three million bush- 


eis in storage. That will mean a good 
spite of the 


drought conditions this year. 


income in most severe 
In the northern part of Iowa there are 
excellent crops. The largest part of this 
company’s mortgage loans and property 
acquired is in the districts where there 
has been ample rainfall, and good crops 
are being harvested. 
DWELLINGS 
One of the 
agents are so interested in the Federal 
Housing Act is the belief that $500,000,000 
will be spent on modernizing and reno- 
vating homes. In 


reasons why insurance 


the current issue of 
stated: “There isn’t 
a single owner, contractor, or housing 
official who won’t look to insurance for 
protection as a matter of course.” 


The Phoenix it is 


The Phoenix points out that more fires 
occur in dwellings than in any other type 
of risk because there are so many more 
dwellings than there are other types of 
risks. To be exact, there are 25,204,967 
homes in the U. S., and of these 22,883,- 
110 are of the one-family type. It is 
thought that between 16,000,000 and 
20,000,000 of these buildings will be mod- 
ernized or renovated. 





CITY VS. COUNTRY FIRES 

Fire losses in cities of 20,000 popula- 
tion and over are reported by fire de- 
partment officials as showing a drop of 
32% over 1932. These large city losses 
comprise but 28.8% of the total loss for 
the country, indicating that the high level 
of destruction still remains in the smaller 





WALTER W. HEAD 


Walter W. Head, president of the 
General American Life, as chairman of 
the Grand Opera Founders of St. Louis, 
has taken steps to establish the St. Louis 
Grand Opera Company on a sound finan- 
cial basis for the Fall season, perform- 
ances to be given in the Municipal Audi- 
torium Opera House. A drive is to be 
launched among the business houses of 
St. Louis to place $25,000 worth of $5 
parquet season tickets. 

os £ *# 


Peter F. Gilroy, former fire insurance 
man, has been elected vice-president of 
the National Fraternal Coneress. In his 
early career he was with Arthur E. 
Magill, Pacific Coast general agent of the 
Home (Fire) of New York and the 
Phoenix (Fire) of Hartford. He later 
became a special agent and adjuster. In 
1904 he gave up fire insurance and went 
into life insurance. For a time he was 
head counsel of the Woodmen of the 
World of Denver. 

* * * 

C. L. Alford has been elected president 
of the fraternal Actuarial Association. 
Walter Curtiss was elected vice-president 
and James A. Blaha, secretary. 

* a * 

Wirt Leake, state agent of the North 
British & Mercantile fleet in Texas, one 
of the most colorful of all the war horses 
among the fieldmen, was a New York 
visitor last week. 





communities and rural districts rather 
than in the large urban centers, the Na- 
tional Fire Protection Association says. 
The 1933 per capita loss for the country 
as a whole was $2.15 as compared with 
$1.51 average for the 461 cities of 20,000 
population or over. The five-year per 
capita loss, figures taking in 1933, was 
$3.10 for New York City; $3.40 for Chi- 
cago; $2.20 for Philadelphia, and $2.17 
for Detroit. Largest per capita fire loss 
for that period was Boston with $5.04. 
Smallest of the larger cities was Pitts- 
burgh with $1.47. Some of the low five- 
year per capita losses, with 1933 figures 
included, in cities of more than 100,000 
population are Tulsa, Okla. 94; San 
Diego, Cal., .79; San Antonio, Tex., .95; 
Columbus, O., .78; Jersey City, .98. 

Fire losses for the United States for 
the first five months of 1934 reached 
$138,058,828, the heaviest losses being in 
February with $31,443,500. 





————.., 
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Side of Insurance 





HARVEY WEEKS 
Harvey Weeks, 


assistant vice-presi- 
dent, Central Hanover Bank & Trust 
Co., has returned to his desk after a 
five weeks’ trip abroad visiting his com- 
pany’s offices in England, France and 
Germany. 

* * * 

Neal Bassett, president of the Fire- 
men’s of Newark, has returned from his 
trip to Europe and is now at his home 
in Montclair, N. J. It is expected that 
he will soon return to his office although 
his leave of absence does not expire unti! 
next month. Mr. Bassett was abroad for 
about two months. 

* * * 


C. F. Charbonneau of Montreal has 
branched out into the general insurance 
business. He is president of the nev 
Peerless Insurance Agencies, Ltd., and 
will represent the Franklin Fire and Pru- 
dential Assurance of London (casualty 
division). He is a large producer in Mon- 
treal for the Canada Life. The man- 
agement of the office will be under the 
supervision of James Miller. 

* * * 

D. Easley Waggoner, vice-president 
and general manager of the United Fidel- 
ity Life of Dallas, is recovering from an 


emergency appendectomy performed 
after he had been stricken in his office 
x * * 


Charles Rofe, of Alexandria, Egypt, ar- 
rived in New York a few days ago for 
a short visit. He is a member of the 
firm of David Rofe & Sons, managers 
of the North British & Mercantile for 
Egypt. 

* * * 

Mansur B. Oakes, president of the In- 
surance Research & Review Service, 1s 
chairman of the motion picture commit- 
tee of the Indianapolis Church Federa- 
tion active in the nation-wide campaign 
for motion picture reform and has made 
several talks recentiy on “The League o! 
Decency.” 

+ - * 

Julius Ullman, accident and health 
manager of W. L. Perrin & Son, New 
York, recently had a signed article in 
the New York Times which featured the 
tragic Ossining bus accident as pointing 
to the need for personal accident protec- 
tion. 

a a 

Robert P. Cranston, a snecial agent for 
the St. Louis, Mo., branch of the Phoe- 
rix Mutual Life, and Miss Frances 
Whiteman were married July 28 at Wat- 
kegan, Ill. Mr. Cranston is a graduate 
of Washington University, class of 1927. 


- 
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25 Years With N. Y. Department 
Twenty-five years ago the Liquidation 
Bureau of the New York Insurance De- 


partment started by William H. 
Hotchkiss, then Insurance Superintend- 


was 


ent. The first employe engaged was a 
young girl, Jessie Young. Since that 
tmme Miss Young has held various posi- 
tions of responsibility in the Bureau; was 
once head of the accounting division, is 
now auditor. Upon her twenty-fifth an- 
niversary with the Department she was 
guest of honor at a dinner given in the 
Park Central Hotel which was attended 
by 200 representatives of the Depart- 
ment. An efficient person and a cheerful 
worker. 

* * * 

Putting Hands on $427,000 in a 
Hurry 


William Betteridge, underwriter of the 
marine branch of the Commercial Union, 
has been spending a considerable part 
of his time answering queries from all 
parts of the country as to the insurance 
human interest side of the big armored 
truck robbery in Brooklyn. Betteridge 
is a jolly, bald-pated Englishman who 
for years was with the company in Chi- 
cago. Most of the questions have to do 
with the circumstances of paying the loss 
s6 quickly because such trifles as $427,000 
in cash cannot be picked up on every 
street corner. I asked him where an in- 
surance company could put its hands on 
sc much cash in twenty-four hours; 
whether it was necessary to use a draft; 
whether money was cabled from Lon- 
don, ete. 

“Nothing out of the usual routine,” was 
his cheerful answer. “The Commercial 
Union, as is the case with other strong 
companies, has bank deposits in a num- 
ber of cities and it was merely a ques- 
tion of getting in touch with the banks 
and having the necessary deposits sent 
to us.” 

Some time ago the Commercial Union 
had a loss of more than $300,000 as a re- 
sult of an airplane robbery; also, speed- 
ly paid. 

“Losses are all a part of the day’s 
work with an insurance company,” said 
Mr. Betteridge. “If there were no losses 
there would be no need for carrying in- 
surance.” 

nz 


The Late William Murdoch 


_The sudden death of William Mur- 
‘och, former secretary of the Oklahom- 
State Insurance Board, on September 6, 
marked the passing of one of Oklahoma’s 
Most respected citizens and one who was 
most highly regarded in all insurance 
circles. He was stricken with a heart 
attack at his home in Oklahoma City, at 
Jo'clock in the morning and died within 
1 few hours, at the age of 62 years. He 
had suffered previous slight attacks but 
Was believed to have been improving 
and spent the day preceding his death in 
Ms office attending to business as usual. 




















Mr. Murdoch served as secretary to 
the state insurance board for one year 
in 1931, and was widely known in insur- 
ance circles throughout the entire state. 
Since his resignation, he has acted as re- 
ceiver for several insolvent life insur- 
ance companies. 

The last two or three months of his 
life were devoted to promoting a proj- 
ect by which life insurance companies 
could release their frozen assets in Okla- 
homa by selling owned farms to tenants 
on long time contracts, and by extend- 
ing mortgages at a reduced interest rate 
and at the same time help the farmer 
make the financial hurdle he is facing. 

Born in Bethlehem, Ky., in 1872, the 
deceased went to Oklahoma as an early 
settler and served as a representative of 
the first state legislature. He was also 
first superintendent of the Oklahoma 
Anti-Saloon League, and conducted the 
official dispensary under federal pro- 
hibitory laws. For many years he was 
interested in development of oil in Okla- 
homa. 


* * x 
Spokane Agents Know What 
They Want 
Few local agents’ associations have 


their own minds so clearly and definitely 
made up as to what they want as has the 
Spokane Association of Insurance 
Agents. Its permanent program is as 
follows: 

(1) That an effort be made to see that 
the counter-signature law of the State 
of Washington be strictly enforced, 
eliminating the present practice of sig- 
natures on stock company policies being 
offered by salaried employes with no 
ccmmission paid to local agents. 

(2) That a state-wide effort be made 
to acquaint the insurance buyers who 
purchase insurance from mutuals and re- 
ciprocals not only of the value of a local 
agents’ service, insurance-wise, but also 
the important part insurance producers 
are playing in the various communities. 

(3) That an effort be made to stop 
the practice of fire general agents so- 
liciting business direct. 

(4) That the promiscuous appointment 
of agents by companies and general 
agents be watched by all local associa- 
tions and efforts made to prevent the 
continuation of this practice. 

(5) The formation of underwriters to 
secure additional agency representation 
is contrary to the intent of agreements 
entered into years ago by standard com- 
panies and this practice should be dis- 
couraged. 

(6) That a committee be appointed by 
the state association to work with the 
Insurance Commissioner to the end that 
insurance laws may be. properly en- 
forced. 

(7) That our legislative committee be 
assisted by all members of the various 
Exchanges to the end that candidates 
for office be informed as to the actual 
needs of the Insurance Department of 


the state in order that that department 
may function properly and also that the 
association keep in close contact with 
their various representatives to the end 
that legislation may be _ constructive 
rather than destructive. 

(8) That a state committee be ap- 
pointed to work with the examining bu- 
reau for the purpose of better co-opera- 
tion. 

(9) That the association go on record 
as being opposed to the placing of Fed- 
eral business other than through licensed 
agents in the states where property may 
be located. 

(10) This association is opposed to 
casualty companies arbitrarily lowering 
commissions on business without first 
consulting the accredited representative 
of local agents. 

(11) This association believes that it is 
unjust for companies to pay equal or 


higher commissions to non-recording 
agents and brokers than are paid to 
regular agents. 

(12) That the League work more 


closely with the State Rating Bureau to 
the end that agents’ rights may not be 
prejudiced by arbitrary rulings which 
may tend to benefit mutuals and recipro- 
cals. 

(13) That the local agents discontinue 
the practice of employing of part time 
agents and solicitors. 

(14) That the state association through 
its regular organization office furnish all 
members with an analysis of non-stock 
company policies indicating the limita- 
tions of such non-standard carrier con- 
tracts. 

* * * 


Lloyd’s Underwriter Having 
Successful Musical Career 

Geoffrey Toye, formerly a well-known 
Lloyd’s underwriter, appears to be giv- 
ing up his insurance career, thanks tc 
his rapid rise in the world of music. Mr. 
Toye is a fine conductor and when at 
Lloyd’s took a great interest in that in- 
stitution’s celebrated orchestra. A cou- 
ple of seasons ago he was called in at 
the last moment to deputize for Sir Lan- 
don Ronald at an important symphony 
concert at the Queen’s Hall and his suc- 
cess on that occasion brought him to the 
forefront among British conductors. 

Early this year Mr. Toye was ap- 
pointed managing director of Covent 
Garden Opera House and was responsible 
for the very successful season of grand 
opera in London this Summer—the first 
financially successful season that Covent 
Garden has known since the war. Mr. 
Toye followed up the opera season with 
a season of Russian ballet and was so 
successful that he had to extend the 
period for which the company had been 
engaged. Throughout the season the fa- 
mous opera house was packed with en- 
thusiasts. Mr. Toye has even bigger 
plans under way for next year and hopes 
before long to restore Covent Garden 
to its pre-war glories, when Caruso and 
Melba held all artistic London in spell. 

* * *~ 


Cattle Men 


I am informed by Republican poli- 
ticians that James Wadsworth, Congress- 
man from up-state and former United 
States Senator, will run for Governor 
against Lehman, and that if elected he 
will be the next Republican nominee for 
President. It is not generally known 
that the Wadsworth family has been in 
the cattle business for the last 150 years. 
The family has a large acreage in Gen- 
esee Valley, acquired when it was a 
wilderness. In addition to their large 
holdings in the Genesee Valley they have 
the J. A. Ranch of 400,000 acres in the 
Panhandle of Texas, with some 30,000 cat- 
tle, which they have operated continu- 
ously since 1877. “Jim” Wadsworth, if 
elected President, would need no Secre- 
tary of Agriculture for advice. 

The cattle business for generations has 
been crowded with interesting personal- 
ities. ‘There was Edward A. Potter, 
father of the head of the Guaranty Trust 
of New York; and Edward C. Bodman, 


father of Ilerbert Bodman, one of the 
great economists and students of social 
trends. 

Another was John Frink, who owned 
and operated the stages Northwest and 
Southwest from Chicago, at a time when 
sce of the handicaps were yellow fever, 
smallpox, malaria, typhoid and black 
cholera. John Deere at that time was a 
blacksmith at Grand Detour, making six 
to eight plows a year. himself on his 
own forge. He invented a steel mold 
bore which was the first plow that would 
work in prairie sod. Today with John 
Deere tractors it is possible to plow fifty 
to one hundred acres a day and the little 
blacksmith shop has grown into an im- 
plement concern worth hundreds of mil- 
lions of dollars and doing business in 
every country of the world. 

Other cattlemen were Miller and Lux 
of California, whose holdings embraced 
in 1915 some 2,000,000 acres. This estate 
had an appraisal of $37,000,000 for inher- 
itance purposes. Taxes have since liqui- 
dated it. The largest cattle acreage was 
the X I T which had something like 
3,000,000 acres, with several hundred 
thousand cattle, owned by the Farwells 
of Chicago. 

As fine cattle as were ever developed 
in America were those of Frank Hast- 
ings at Stamford, Texas, from 1902 to 
1922. These cattle would be the equal 
of any produced in the world. Stephen 
Demmon ranks the world’s best cattle 
as follows: 

Scotland first, Canada second, Argen- 
tine third, Australia fourth, and the 
United States a rather poor fifth. How- 
ever, the cattle produced by Frank Hast- 
ings at Stamford, were the equal of any 
produced in Scotland. Mr. Hastings was 
also a contributor to the New York Sun, 
Kansas City Star, and other periodicals. 
He wrote the best history of the ranch 
business that has ever been written, or 
will ever be written. 

* ” + 

History of Lloyd’s To Be Filmed 

A film, entitled “A 1 at Lloyd’s,” is 
shortly to be started at the Twickenham 
Studios, London, by Julius Hagen. 
Although a modern story about the trials 
of a family of shipowners will be in- 
cluded in the film, the main plot will 
attempt to show the rise of the cor- 
poration from its inception in the coffee- 
house of Edward Lloyd in the reign of 
Charles II. It will incorporate some of 
the principal incidents in the history of 
the institution, such as the famous “South 
Sea Bubble” panic, the disaster to the 
Smyrna Fleet, and the refusal of under- 
writers to insure cargo vessels carrying 
slaves. The scenario has been written by 
Denison Clift, the well-known American 
dramatist. 

This will be the second time that 
Lloyd’s has played an important role in 
a British talkie. A few months ago a 
melodrama entitled “The Fire-Raisers” 
was produced and met with considerable 
success. It dealt with the exploits of 
a gang of firebugs in their efforts to de- 
fraud underwriters, the part of the vil- 
lain, a notorious firebug-assessor, being 
taken by Leslie Banks, well-known Lon- 
don star. A number of shots were taken 
at Lloyd’s, showing the interesting rou- 
tine pursued at the famous institution. 

* » * 


Decision on 100 Feet Clearage Space 
in Lumber Yard 

The Supreme Court of Louisiana has 
decided that coverage clauses on poli- 
cies on lumber vard and mill, covering 
lumber while in yards, sheds or cars 
situated on the premises, are not incon- 
sistent with the clear space clause 
which provides for the maintenance ot 
100 feet of clear space between the prop- 
erty described and the mill, and which 
latter clause excepted the lumber from 
coverage while within the clear space so 
that lumber within such clear space was 
not covered. Further, that knowledge 
of company’s agent did not preclude it 
from disclaiming liability where the 
clause expressly permits such disclaimers. 

The case was that of H. D. Foote Lum- 
ber Co. v. Svea. 
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E. U. A. Formulates Compromise 


Plan for Separation in Cities 


Drops Attempt To Clear Mixed Agencies Now; Status Quo To 
Be Maintained But No Further Non-Ass’n Companies 
Are To Enter Agencies With E. U. A. Members 


Plans for complete separation in the 
near future of mixed agencies in ex- 
cepted cities in the East were abandoned 
by the Eastern Underwriters Association 
at the well-attended meeting held in New 
York on Wednesday. The executive 
committee and special committees on 
separation also met. 

Instead of the separation plan as an- 
nounced in June the association this week 
approved a program endorsed by many 
local agents whereby existing mixed 
agencies in excepted cities will not be 
disturbed, provided agents take on no 
further non-E. U. A. companies. If, 
however, a mixed or clear agency decides 
to represent a non-association company 
then the E. U. A. companies will with- 
draw. 

By the new arrangement the E. U. A. 
believes that full separation will be 
achieved over a period of years by the 
gradual withdrawal of non-E. U. A. com- 
panies through agency and company 
mergers, natural turnover of companies, 
etc. The amended separation plan, it is 
assumed, will meet with the approval of 
most agents as the producers themselves 
in a number of cities, including Phila- 
delphia and Boston, proposed this solu- 
tion in informal conferences with com- 
pany executives. 

The full text of a statement issued by 





Niagara Local Department Head Widely 
Respected by Producers; Over 
40 Years with Company 

Henry J. Zechlin, secretary of the Ni- 
agara Fire in charge of the New York 
City local department, died on Monday at 
his home in South Orange, N. J., after 
an illness of three days. He was close 
to 60 years of age and had been with 
the company about forty-four years. Sur- 
viving are three daughters. Mrs. Zechlin 
died a few months ago. Funeral serv- 
ices were held Wednesday morning at 
the deceased’s home. 

As a boy Mr. Zechlin worked in Chi- 
cago for a printing office. His work 
brought him into contact with the Niag- 
ara’s Western department and he was 
soon offered a jos there. A hard and in- 
telligent worker young Zechlin progress- 
ed rapidly. At the same time he took 
night courses in law school and was 
graduated in the same class with Robert 
J. Folonie of Chicago, well-known lawyer 
for fire insurance companies. 

From Chicago Mr. Zechlin went to 
Wisconsin as state agent. There he 
served as president of the Insurance 
Federation and led the fight against at- 
tempts to permit Wisconsin to enter the 
insurance business against private com- 
panies. He was recalled to become as- 
sistant manager of the Western depart- 
ment in Chicago and when it was re- 
moved to New York about twenty years 
ago Mr. Zechlin came to this city. Later 
he was given the task of reorganizing the 
local department which he did success- 
fully. He became assistant secretary and 
then secretary and when the company 
was bought by the America Fore group 
he continued as local manager. His pass- 
ing removes one of the best informed 
local managers and a man who was 
highly respected everywhere. 





the E. U. A. late Wednesday afternoon ° 


follows: 
Statement of E. U. A. 

“At its meeting today, the Eastern 
Underwriters Association instructed the 
executive committee to prepare a consti- 
tutional amendment, if it considers this 
necessary, to provide that the status of 
agencies in excepted territories in the 
East, other than New York and New 
York suburban, shall be fixed as of July 
1, 1934. In effect this is a provision that 
from July first no mixed agency in any 
of these excepted territories may take 
on the representation of any additional 
non-affiliated company and no clear non- 
affiliated agency may be entered by any 
affiliated company. 

“This action was taken after a report 
of the canvass of the several areas by 
special committees. 

“The committees reported that the 
agents in these excepted territories gen- 
erally favored the course which the as- 
sociation has now adopted. The agents 
particularly objected to the original pro- 
gram because it would break up long- 
standing, pleasant relations. By the ac- 
tion which was taken these relations are 
not disturbed but no new mixed agen- 
cies may be created in excepted territory 
either by merger, sale or otherwise.” 





HONOR MEHORTER AT DINNER 





More Than 200 Attend Meeting of New 
York City Pond of the 
Blue Goose 


Over 200 fire company executives, or- 
ganization chiefs, New Jersey insurance 
department officials, fieldmen, adjusters, 
local agents and others attended the din- 
ner meeting of the New York City Pond 
of the Blue Goose at the Downtown 
Club in Newark Wednesday evening to 
pay tribute to Samuel A. Mehorter, re- 
cently elected most loyal grand gander 
of the organization. Sam is one of the 
most popular insurance men in this area, 
as proved by the size and quality of the 
gala turnout Wednesday evening. 

Among the leaders in the business 
present were Paul L. Haid, Wilfred 
Kurth, W. E. Mallalieu, Sumner Rhoades, 
Walter H. Bennett, Paul B. Sommers, 
Laurence E. Falls, Harold V. Smith, 
Chris A. Gough, Walter J. Snedeker, 
Joseph T. Byrne, Jr., William G. Hurtzig, 
C. Stanley Stults, Harold P. Jackson and 








THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 
PHILADELPHIA 
Financial Statement .. . June 30, 1934 
ASSETS LIABILITIES 
*Bonds and Stocks, Reserve for Unpaid 
valued as requir- CE ose c ews $ 560,436.00 
ed by New York Reserve for Unearn- 
State Insurance ed Premiums.... 2,202,996.00 
Department ... $7,388,680.63 Deposits Reclaima- 
Accrued Interest. . 70,427.75 ble on Perpetual 
eke deer te 663,658.70 rere 122,903.79 
Premiums in Reserve for Taxes 
Course of Collec- and Other Ex- 
eee 355,205.49 OE casacdexs 140,816.08 
Bills Receivable for Unearned Reinsur- 
Premiums ..... 1,056.97 ance in Non-Ad- 
Reinsurance Claims mitted Companies 14,006.00 
on Paid Losses. 2,011.95 Reinsurance Recov- 
erable in Non-Ad- 
mitted Companies 1,619.25 
Ce kpandacens 1,000,000.00 
DONE sees sacs 4,438,264.37 
$8,48 1,041.49 $8,48 1,041.49 
*If actual market values as of June 30, 1934, were used in valuing all 
stocks and bonds held by the Company at that date the total value thereof 
would be $7,668,041.63. In such case the total admitted assets would show as 
$8,760,402.49 and the surplus to policyholders as $5,717,625.37. 








many others. The Home was repre- 
sented by over seventy from the home 
office, Philadelphia and New Jersey. 

President Kurth of the Home paid high 
tribute to Mr. Mehorter in a short ad- 
dress. Deputy Commissioner Gough of 
New Jersesy asked for genuine co-opera- 
tion between all interests in insurance. 
Mr. Mehorter told about the Blue Goose 
and its work. Twenty-two new members 
were inducted into the pond bringing 
the total membership to 310. 





VIOLATION FINDINGS UPHELD 

Upon motion of the arbitration com- 
mittee, the New York Fire Insurance 
Exchange, at its regular monthly meet- 
ing Wednesday, voted to uphold the de- 
cision of the committee that the Auto- 
mobile and the Travelers Fire were in 
violation of the rule governing rent, tele- 
phone and clerical allowance to brokers. 
The exchange voted further, at the sug- 
gestion of the arbitration committee, that 
the penalties of $10,000 each levied 
against the two companies be given 
further consideration and that the com- 
mittee report at the October meeting. 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
J. A. Kersey, General Agent 


Georce Z. Day, Ass’t. General Agent 





U. S.—Statement December 31, 1933 


PREMIUM RESERVE 
OTHER LIABILITIES . 
CONTINGENCY RESERVE 
SURPLUS ‘ 

*TOTAL ASSETS 


*New York Insurance Department Valuation Basis 


$1,737,814.87 
625,402.00 
1,097,717.64 
9,528,303.97 
12,989,238.48 





Mehorter and Teese 
Promoted by Home 


BOTH ARE MADE SUPERVISORS 





Transferred to Eastern Department in 
New York From Newark and 
Camden Respectively 





Newark fire insurance circles receive 
with mixed feelings news that Samuel A. 
Mehorter, New Jersey state agent for 
the Home, is being advanced to the post 
of a supervisor in the Eastern depart- 
ment at the home office in New York. 
J. W. Teese, manager of the company’s 
office at Camden, N. J., is likewise being 
brought to New York as an Eastern de- 
partment supervisor. Those who come 
into daily contact with Sam in the 
Newark area deeply regret his leaving 
that city but they are delighted with his 
promotion. 

Mr. Mehorter gained his early insur- 
ance experience with the Schedule Rat- 
ing Office of New Jersey. Later he 
joined the Continental, working in the 
Philadelphia office until he went into the 
field for the Insurance Company of North 
America. He became state agent for the 
Home on November 1, 1929. Mr. Me- 
horter was recently elected most loyal 
grand gander of the Blue Goose. 

J. W. Teese started his insurance car- 
eer in September, 1912, in the company’s 
Philadelphia office. In 1922 he became 
counterman and in September, 1926, was 
transferred to the Camden office as man- 
ager. Mr. Teese is a member of, the 
Blue Goose, the Insurance Society. of 
Philadelphia and is a past president of 
the South Jersey Field Club. 


VERMONT AGENTS’ MEETING 

The annual meeting of the Vermont 
Association of Insurance Agents will be 
held on Friday, September 28, at the 
Rutland Country Club. There will be 
a golf tournament in the morning an¢ 
the business meeting in the afternoon. 
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Jersey 


Association of Underwriters’ 


Convention 





New 


C. tanley Stults Is 
Elected President 


E. M. SCHMULTS NEXT IN LINE 





Chairman of Executive Com- 
om A. V. Livingston Made 
Secretary-Treasurer 





C. Stanley Stults of Hightstown was 
dected president of the association to 
geceed William G. Hurtzig who began 
his administration a year ago, also at 
Atlantic City. Edward M. Schmults of 


Ridgewood, secretary-treasurer for the 
ast year, becomes chairman of the ex- 
ecutive committee and is in line for the 
presidency next year. 


Alan V. Living- 





C. STANLEY STULTS 


ston of Englewood, a past-president of 
the state association, was elected sec- 
retary-treasurer. Before the convention 
closed the delegates presented Mr. Hurt- 
tig with a handsome wrist watch, Past- 
President W. M. Dickinson acting as the 
gracious spokesman. 

New members of the executive commit- 
tee include the following: Charles E. 
Meek, Jr.,. Paterson; Herbert A. Faunce, 
Atlantic City; Julius Klein, Newark, and 
Mr. Hurtzig. 

The following were elected vice-presi- 
dents to represent the various counties 
f the state: 


County Vice-Presidents 


Atlantic, William Wilson, Atlantic 
City; Bergen, Ira Kelsey, Hackensack ; 
Burlington, R. H. Aaronson, Jr., Bor- 
dentown; Camden, W. S. Hambleton, 
Gloucester; Cape May, Roy E. Darby, 
Ocean City; Cumberland, C. H. Reeves, 
Millville; Essex, Leonard Fuchs, New- 
ark; Gloucester, Warren A. Curry, 
Woodbury; Hudson, Mrs. James A. 
Nolan, North Bergen; Hunterdon, C. 
Amold Reger, White House Station; 
Mercer, Scott M. Fell, Newton; Middle- 
sex, Theo S. Brown, Perth Amboy; 
Monmouth, Earl Snyder, Atlantic High- 
lands; Morris, Harry Tucker, Boonton; 
Ocean, T. Welmer Speck, Tuckerton; 
Passaic, Alfred C. Sinn, Clifton; Salem, 
0. W. Acton, Salem; Somerset, Thomas 
D. Van Syckle, Bound Brook; Sussex, 
W. R. Sprague, Newton; Union, Donald 
Holmes, Summit, and Warren, A. B. 
Craig, Blairstown. 

Career of President Stults 

President Stults has been head since 
1919 of the agency of Allen & Stults Co. 
of Hightstown. This office was founded 
in 1892 by his father. Even though he 
will not be 40 years of age until October 
H of this year Mr. Stults has gained 
many honors in local agency organiza- 
(Continued on Page 22) 





Legislative Report Stresses 
Need to Fight Hostile Bills 


Warnings to agents to pay close at- 
tention to legislative activities next year 
were sounded by Harry L. Godshall of 
Atlantic City, chairman of the legislative 
committee, in presenting his annual re- 
port to the convention Saturday morn- 
ing. Mr. Godshall has been chairman of 
this important committee for several 
years and takes his job seriously. Not 
only do he and members of the com- 
mittees follow closely all insurance bills 
in New Jersey during the legislative sea- 
son but when he prepares a report on 
his work it is as complete and under- 
standable as could be. Mr. Godshall is 
a hard and persistent worker and a real 
asset to the New Jersey association. 


Explaining some of the bills introduced 
in the state legislature this year and tell- 
ing the story of the defeat of the quali- 
fication bills Mr. Godshall said: 


Non-Resident Agents’ Bill 


“Senate 145, introduced by Senator 
Woodruff of Camden County. At the 
present time an insurance agent of New 
Jersey must be a resident of this state. 
The passage of this bill would have al- 
lowed unscrupulous brokers in Pennsyl- 
vania and New York to become agents 
in New Jersey, even though they were 
not residents of our state. The bill was 
introduced by Senator Woodruff to cor- 
rect a condition that exists in Camden 
County. I can sympathize with Senator 
Woodruff in attempting to correct this 
condition but we cannot sanction the 
passage of this bill when it would have 
rendered our resident agency act null 
and void. This association fought a long 
and tedious battle to have a resident 
agency law put on the statute books of 
New Jersey and was successful. Situat- 
ed as we are between the two metropoli- 
tan areas, we are subject to all of the 
ills of the business and the only protec- 
tion we have is the resident agency act. 
This bill, or a similar bill, will doubtless 


be introduced in the 1935 session and no 
effort must be spared to defeat this most 
serious attack upon our business. 
“Senate 318, introduced by Senator 
Leap of Salem County, was introduced by 
him with good intentions but the passage 
of the bill would have been another seri- 
ous blow to the progress of our business. 
This bill provided for the licensing of 
solicitors by the Department of Insur- 
ance and while it is recognized that the 
Department, as it is now constituted, 
would not license these solicitors on a 
wholesale basis, the opportunity to do so 
would be there for another regime. If 
this bill had been passed it would have 
been possible for everyone of your as- 
sureds to have been made a solicitor by 
some unscrupulous agent or company in 
order to control the business. It would 
have legalized rebates and would have 
created a _ ridiculous situation where 
an agent of one of the domestic com- 
panies who was not licensed or even re- 
ported to the Department of Insurance 
would have his solicitors licensed. 
Qualification Bills 
“It was unfortunate that the bills in- 
troduced at the request of our associa- 
tion fell by the wayside. Every effort 
was made to have them passed but, ap- 
parently, we lacked the necessary 
strength. A hearing was held on these 
four bills at which representative agents 
from the twenty-one counties appeared 
in defense of the bills. Opposition to 
the bills was strong, coming from the 
National Board of Fire Underwriters, the 
Association of Casualty Executives and 
fourteen companies domiciled in New 
Jersey, as well as from the Grange, the 
mutual companies and even a represent- 
ative of a reciprocal insurance company. 
“The agents’ qualification bill was put 
up for a trial vote in the Assembly on 
March 19, but failed to pass by three 
votes. The bill received twenty-eight 
(Continued on Page 22) 








Stults On Company Relations 


And Compensation Difficulties 


Company co-operation, compensation 
insurance, the Home Owners Loan Cor- 
poration and formation of local boards 
were among the subjects touched upon 
by Stanley Stults of Hightstown in pre- 
senting his report as chairman of the 
executive committee. The New Jersey 
agents appreciate, he said, the attitude 
of the H.O.L.C. in refusing to let its em- 
ployes make a racket of the placing of 
insurance and thereby to date protecting 
the local agents. Continuing Mr. Stults 
said: 

“The resolution passed at the mid-year 
meeting at Trenton calling on members 
to limit representation only to friendly 
companies has not been forgotten nor 
neglected. No hasty action should be 
taken in a matter of this importance. The 
attitude of some companies, however, has 
become almost unbearable. Agents al- 
ways feel and believe that no controversy 
is so great but that it can be adjusted 
through conference and co-operation. 
Controversies between agents and com- 
panies should only result in finding out 
the truth; no friendships should be dis- 
turbed, no enmities made. In all con- 
ferences of the agents of the New Jer- 
sey association with the companies, co- 
operation is our objective. 

“After many years of procrastination 
the fire companies seem to be attempt- 
ing to clear up the general agency sit- 
uation. We must watch with care this 
development and see that these compan- 


ies do not place local agents as branch 
office managers when they close the gen- 
eral agencies. As far as we can see there 
is no objection to supervisory branch of- 
fices, but when they become production 
branch offices our very existence as lo- 
cal agents is jeopardized. Your officers 
are cognizant of this threat and, with 
your assistance, will be ready to act when 
the proper time comes. 
Compensation Problems 

“The compensation insurance situation 
from the standpoint of a market, instead 
of improving, has actually become worse 
since our mid-year meeting. More com- 
panies have withdrawn from the field, 
and some otherwise responsible company 
executives have even quit trying and 
have advocated state insurance. Insur- 
ance men cannot evade the fact that 
workmen’s compensation insurance is 
their problem and that it can and must 
be worked out. Insurance departments 
do not refuse to increase rates where 
necessary and the agents’ commissions 
are low. We feel that couragous com- 
panies and agents will successfully cope 
with this Problem and that those com- 
panies which are quitters now will event- 
ually be paying excess commissions for 
the business. New Jersey is leading the 
way toward a solution of this problem— 
thanks to the co-operation of most 
agents, most companies and Mr. Law- 
rence. 

“The bright spot of the year has been 


Conference Arranged 
On Compensation Risks 


AT GRAND RAPIDS NEXT WEEK 





Walter H. Bennett Says National Ass’n 
and Casualty Bureau Will 
Seek New Program 





In an interesting but informal address 
Walter H. Bennett, secretary-counsel of 
the National Association of Insurance 
Agents, discussed the insurance problems 
associated with the. Commodity Credit 
Corporation and the Home Owners’ Loan 
Corporation and also the present status 
of the compensation negotiations with 
the National Bureau of Casualty & Sure- 
ty Underwriters. He said that a confer- 
ence has been arranged between William 
Leslie of the Bureau and the National 





COMPENSATION DISCUSSION 


A full report of the discussion on 
workmen’s compensation insurance 
will be found on Page 33 of this issue. 
Participating were numerous agents 
and also E. H. Babbage, vice-presi- 
dent of the Bankers Indemnity, and 
A. R. Lawrence, chairman of the 
Compensation Rating Bureau. 











Association’s compensation committee, to 
take place next Tuesday at Grand Rap- 
ids, Mich.,-during the annual convention 
of the National Association. It is hoped 
that some sort of rate program can be 
worked out which will be acceptable to 
all of the state insurance departments 
and rating bureaus. 

Trouble is in the offing at present, Mr. 
Bennett said, when the new compensa- 
tion rates are filed in many of the states 
due to the action of the New York In- 
surance Department approving the rate 
program advocated by the companies and 
agents without asking for the contribu- 
tions from agents in the form of com- 
missions and from the companies in ad- 
ministrative expenses. Therefore the 
companies and agents are starting over 
again in the hope of formulating a plan 
which will be acceptable in other states 
and yet provide the increase in income 
which the compensation business re- 
quires. 

Says State Funds May Be Answer 

Mr. Bennett is not sure but what state 
funds may be the answer to the com- 
pensation problem. He feels that com- 
pensation business is not insurance at 
all but a social necessity. It isn’t predi- 
cated on insurance principles, he said, 
and so will always be providing troubles 
for the companies which write this busi- 
ness. 

With respect to the Home Owners’ 
Loan Corporation Mr. Bennett believes 
that the premium income of local agents 
on dwelling house risks will be protected 
and that no plan will be adopted throw- 
ing the business to some single company 
or small group of companies. He also 
expressed elation at the victory of the 
local agents in getting the C.C.C. to 
change its insurance plan so that cotton 
warehousemen will now insure through 
local agents the cotton on which the 
C.C.C. lends twelve cents a pound. 

At the conclusion of his talk Mr. Ben- 
nett was made an honorary life member 
of the New Jersey association. He has 
lived for years in Montclair, N. J 





NEW LOCAL BOARD FORMED 

Roy E. Darby of Ocean City was in- 
troduced to the convention as the presi- 
dent of the new Ocean City Insurance 
Agents’ Association, which local board 
has fourteen members. 





the continued enthusiasm of the old lo- 
cal boards and the forming of new ones. 
Your officers and executive committee 
were delighted to be present at the open- 
ing meeting of the Passaic County Board 
and of the Gloucester County Board.” 











Finds No Excuse For 
Wholesale Insurance 


AGENTS’ PAYMENTS LOWERED 





Charles T. Monk, Philadelphia, Believes 
Movement Is One Directed Pri- 
marily For Lower Rates 





Charles T. Monk, a well-known Phila- 
delphia local agent and head of Charles 
T. Monk & Co., characterized the move- 
ments for “wholesale insurance” as aimed 
primarily at the elimination of local 
agents through reduction of or discon- 
tinuance of the payments of agents’ com- 
missions when discussing the subject of 
wholesale insurance before the conven- 
tion of the Pennsylvania Association at 
Pocono Manor last week. Mr. Monk 
believes that if lower insurance costs are 
desirable the goal can be achieved with- 
out making the local agent the sole vic- 
tim. Telling why he does not believe 
many so-called wholesale buyers of cov- 
erage are entitled to rates below the 
tariff schedule Mr. Monk said: 

“Now what does ‘wholesale insurance’ 
mean? Simply a method of producing 
lower rates and more liberal forms than 
agents can get from their own tariff as- 
sociations. I have always believed in uni- 
form rules and forms for multiple risks, 
but I also believe in uniform rates, and 
I cannot see why concerns doing business 
in more than five locations are entitled 
to receive any lower rates or more lib- 
eral forms than a concern with equal or 
larger values in a single location. . For 
example, a specialty shop with headquar- 
ters in New York carries $300,000 at the 
home location and $100,000 each in seven 
separate locations in other cities, where- 
as a large mercantile establishment with 
one location in a city carries $5,000,000. 
Which is the wholesale buyer—the one 
paying for $1,000,000 insurance in eight 
locations, or the other paying for $5,- 
000,000 insurance in one? 


More Liberal Forms Used 

“However, these so-called wholesale 
insurers, because they have five or more 
separate locations, do get lower rates and 
more liberal forms. As evidence of the 
latter I have up at the present time with 
the rating authorities the question of 
why the I. U. B. permits the covering 
of improvements and betterments under 
a clause which no conservative policy- 
writing agent would think of using, and 
at the same time the Underwriters As- 
sociation compels agents of the same 
companies to use a form which is not 
nearly as liberal, as you will observe. 

“The Underwriters Association form 
limits the coverage ‘to the assured’s in- 
surable interest,’ whereas the I. U. B. 
form states that ‘the company agrees to 
accept and consider the assured in the 
event of loss or damage in the position 
of sole and unconditional owner of such 
improvements and betterments, any con- 
tract or lease the assured may have made 
to the contrary notwithstanding.’ 

“We all know that general cover poli- 
cies were written by some companies be- 
fore the I. U. B. came into existence and 
from experience in my own agency | 
know that the I. U. B. was instrumental 
in our losing at least five risks, some of 
which have been on our books for as 
long as twenty or twenty-five years, with 
premiums on one risk of not less than 
$4,000 or $5,000 per annum. I protested 
to our companies at the time against the 
practice of using built-up or fictitious 
locations with small amounts of insur- 
ance as one of the five locations required 
under I. U. B. rules, but received no sat- 
isfactory replies, and as far as I know 
the practice still exists. 


Chain Stores Should Insure Locally 


“I presume I will be considered old- 
fashioned, but I always believed that re- 
tail chain stores should allow their man- 
agers to place their own insurance in a 

(Continued on Page 24) 
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President Lavelle Cites Alleged 


Unfair Practices In Pennsylvania 


In his annual report as president of 
the state association James P. Lavelle of 
Scranton spoke of the necessity of local 
agents being organized to protect their 
own interests. The Pennsylvania Asso- 
ciation has contact with forty-three local 
boards in the state and represents more 
than 2,000 licensed agents although there 
are not, of course, that many agencies 
in the organization and membership is 
by agencies. Citing some of the troubles 
which Pennsylvania agents have to face 
President Lavelle mentioned the follow- 
ing: 

“Cut rate competition that is rampant 
and that involves both the companies and 
the agents. Is this going to continue 
until we destroy ourselves? 

“Scores of non-admitted companies 
doing business in this state free of taxa- 
tion and of supervision by our Insur- 
ance Department, and including many 
wildcats who undersell the licensed com- 
panies and prey upon the insuring public. 

“Various trade organizations and other 
associations engaging directly in the in- 
surance business and eliminating the le- 
gitimate local agents from the picture. 

“Fire insurance being sold at whole- 
sale by the companies with established 
agency plants, although the methods fol- 
lowed eliminate the agents in whole or 
in part. 

Attacking Expirations 

“Companies apparently co-operating 
with their agents through the services of 


their field men, who after establishing 
relations with the assureds take the busi- 
ness over as being their property and 
not that of the agent. 

“The continued licensing of herds of 
incompetent and unqualified agents and 
brokers who bring discredit upon the 
legitimate agents and the business as a 
whole. 

“Government bureaus coming into con- 
trol of vast amounts of insurance, and 
in some cases exercising this control to 
the detriment and loss of the local agents. 

“Hundreds of local agencies in the 
hands of committees. This may be due 
in part to the business methods of the 
agents involved, but it is also due in part 
to conditions in the business which could 
and should be eliminated or controlled. 

“We find an organized effort to break 
down our resident agency law, which re- 
quires that policies on Pennsylvania risks 
be signed by resident agents who par- 
ticipate in the commission. 

“We also find some of our financial 
institutions aiding and abetting the prac- 
tices of non-admitted carriers, and per- 
haps even contemplating legislation that 
will legalize these activities. 

“We find among ourselves sharp prac- 
tices which destroy confidence and prof- 
its. I do not want to enumerate these, 
and I need not, for they are well known 
to all of us. They must be curtailed if 
we are to continue in this business and 
thrive.” 


Activities of Banks and Lloyd’s 
Outlined By Manager F. D. Moses 


Hope that the proposed recodification 
of the Pennsylvania insurance laws will 
again be postponed when the legislature 
meets next year was expressed by Sec- 
retary-Manager Frank D. Moses in his 
annual report to the convention last 
Thursday. A further postponement is 
desired so that the new state administra- 
tion, including presumably a new insur- 
ance commissioner, may have time to 
give the whole subject proper study be- 
fore action is taken. Continuing his re- 
port Mr. Moses said in part: 

“It has been rumored that the bank- 
ers of this state may attempt an amend- 
ment of our laws, legalizing the activi- 
ties of London Lloyd’s or in any event 
them without penalties to 
insure Pennsylvania citizens. It 
quite likely that amendments may be pro- 
posed permitting motor clubs and other 
similar associations to engage in insur- 
ance activities which the law does not 
scem to permit at this time. 

“We will have the question of an ade- 
quate appropriation for our Insurance 
Department which has long been needed 
if it is to function as intended. 


permitting 


is also 


Newspaper Insurance 


“For some time various newspapers in 
Pennsylvania have been selling insurance 
in connection with newspaper subscrip- 
tions, very much along the same line that 
the motor clubs follow. It appears that 
if the correct procedure is followed, this 
sort of thing cannot be considered un- 
lawful. Nevertheless, it is considered by 
many insurance men as being detrimen- 
tal to the best interests of the business, 
although the argument is advanced by 
some that no harm is done and that the 


business is benefited by making the gen- 
eral public more _ insurance-minded 
Whether or not this is the case is a mat- 
ter for each one to decide for himself. 

“An interesting point has recently been 
developed as a result of the request for 
the representation of an insurance com- 
pany by an official of a national bank 
doing business in Pennsylvania. Upon 
being told that he must first be licensed 
by our Insurance Department, the bank 
official replied that he had received in- 
formation from the Attorney General of 
the United States that national banks are 
permitted to do an insurance business 
without the formality of a license from 
the Insurance Departments of the vari- 
ous States. 

“Investigation develops that the new 
National Bank Code does permit their 
banks to do an insurance business and 
without reference to the state laws, but 
it is the opinion of our Insurance Depart- 
ment that the law of this state must be 
observed by anyone desiring to transact 
an insurance business. Our Department 
will, undoubtedly, arrest any official of 
a national bank located in Pennsylvania 
who proceeds to do business without a 
license and, furthermore, it is the policy 
of the Department not to issue new li- 
censes to any bank officials. We have 
many bank officials doing business in this 
state at the present time, but they were 
originally licensed before the ruling 
against licensing such officials was pro- 
mulgated by our Department, and their 
licenses are therefore renewed. 

“Perhaps everyone present is well in- 
formed as to the activities of London 
Lloyd’s in Pennsylvania and the patron- 
age and moral support given this com- 
pany by Pennsylvania bankers. 

“For some time it has been practically 
certain that representatives of this or- 
ganization have been personally solicit- 
ing and negotiating indemnity bonds with 
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James W. Henry Made 
President of Ass'n 


ENLARGE BOARD OF DIRECTOors 





New President Prominent Agent of 
Pittsburgh; Roberts and Ancona 
Vice-Presidents 





James W. Henry, one of the leading 
agents of Pittsburgh and prominent jp 
the activities of the National Association 
of Casualty & Surety Agents, was elected 
president of the Pennsylvania Associa- 
tion of Insurance Agents at the close of 
the 1934 annual convention at Pocono 
Manor last Friday. There was a fairly 
large turnout of agents and company men 
at this mountain resort, justifying the ex- 





JAMES W. HENRY 


periment of holding a convention a..a\ 
from one of the large cities. | 
Other officers elected were vice-presi- 
dents, Warren R. Roberts, Bethlehem, 
and Paul Ancona, Reading; treasurer, 
Everett D. Thomas, Scranton, and sec- 
retary-manager, Frank D. Moses, Har- 
risburg. The membership of the board 
of directors was increased by five. The 
new board consists of the following: 


Board of Directors 


Harry M. Albert, Stroudsburg; Ralph 
H. Alexander, Pittsburgh; Joseph W. 
sarr, Oil City; Henry H. Hood, Wash- 
ington; Glenn H. Lindquist, Tarentum; 
John C. McCarthy, Pittsburgh; William 
C. McCormick, Williamsport ; Norman B. 
McCulloch, Lancaster; I. D. McQuistion, 
Erie; W. L. Nicholson, Altoona; W. L. 
Wingett, Scranton; Charles T. Monk, 
Philadelphia; W. Ray Thomas, Pitts- 
burgh; Edgar M. Stark, Pittston; Quin- 
cy McBride, Newcastle; Paul Douglas, 
Bradford; Milton Lippencott, Easton; 
Urban S. Bond, York, and Howard H. 
Kennedy, Philadelphia. 


i 


Pennsylvania bankers, although neither 
London Lloyd’s nor their agents, nor the 
solicitors, were licensed to do business 
in Pennsylvania. Last spring our Insur- 
ance Department succeeded in arresting 
C. B. Tailby for soliciting insurance for 
Lloyd’s at Blairsville, Pa. Mr. Tailby 
represents Scarborough & Co. of Chi- 
cago, who are the agents of Leste 
Lloyd’s. Mr. Tailby was indicted a 
will be tried within the next few days., 

“It appears that this is the first im- 
stance in which a representative of Lon- 
don Lloyd’s has been arrested in any 
state for some time, and our Insure 
Department deserves credit for its dili- 
gence and prompt action.” 
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“Save the agent’s 
commission’ is the 
argument used most 
frequently by cut-rate 
companies. 


Have you prepared 
your clients against 
this appeal by proving 
to them the value 
of a competent 
agent's services ? 
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The AMERICA FORE GROUP 
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NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
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New Jersey Agents’ Convention 





Qualifications Bills May 
Not Be Pressed in 1935 


In his report as chairman of the legis- 
lative committee Harry L. Godshall 
urged the members of the state associa- 
tion to concentrate their attention next 
year to defeating inimical bills affecting 
insurance which may come before the 
state legislature. This was taken to mean 
that the association may not try hard to 
push through bills calling for agents’ and 
brokers’ qualification laws. These bills 
have been introduced several times. but 
never passed due to strong opposition 
from stock companies and mutuals. 





Convention Notes 











Harry L. Godshall, Atlantic City, who 
has headed the legislative committee for 
several years and performed admirable 
work for the state association, has agreed 
to head the committee for another year. 

“ . 


Three times in the last few years the 
New Jersey Association has selected At- 
lantic City for its annual convention and 
on each occasion it has rained. Last 
Saturday afternoon the rain came down 
with such force that it seemed as though 
the hotel would be afloat soon. 

* * * 

In addition to A. R. Lawrence, chair- 
man of the Compensation Rating & In- 
spection Bureau, Walter J. Snedeker of 
the New Jersey Insurance Department 
and Leon A. Watson, manager of the 
Schedule Rating Office at Newark, were 
present. The Home companies, the Crum 
& Forster group and the American of 
Newark maintained headquarters for 
their agents at the Ambassador. 

. = 


John L. Martin, Newark manager of 
the Standard Accident, was one of the 
company men present. He told a small 
group of some of his experiences on an 
automobile trip to the Pacific Coast this 
summer. At Agua Caliente, Mexico, he 
was arrested for taking motion pictures. 
And the offense was—taking pictures of 
a policeman arresting another man who 
was using a motion picture camera. 

* * * 


The New Jersey agents met in the 
beautiful Japanese room of the Ambas- 
sador, directly overlooking the boardwalk 
and the ocean. While Atlantic City has 
had an excellent season this year the 
town was practically deserted last week- 
end due to the stormy weather. 


MEMBERSHIP NOW 372 

Charles E. Meek, Jr., chairman of the 
membership committee, reported that the 
present membership of the state associa- 
tion is 372, a net gain of fifty-eight mem- 
bers in the last year. Eighty-nine new 
members were added but thirty-one old 
members were dropped. During the last 
year Passaic County added twenty-three 
new members, making a total of fifty- 
five now. Bergen County added eleven, 
Essex, Hudson and Mercer nine, Burling- 
ton six and Morris five. 


GRIEVANCE COMMITTEE 

President C. Stanley Stults will name 
a grievance committee within a short 
time. The appointment of such a com- 
mittee was advocated by Retiring Presi- 
dent Hurtzig in his report. He said that 
“the infractions of laws, ethics and rules 
has, of necessity, in the past had but 
scant and sporadic attention mainly be- 
cause it was not the duty of any particu- 
iar member or group to attend to this 
neglected detail of association work.” 











Residents of Glen Ridge, N. J., using 
oil burners in their homes have been 
notified that they must keep on hand ap- 
proved fire extinguishers. A check-up of 
homes will be made during Fire Preven- 
tion Week next. month. 


Godshall Report 


(Continued from Page 19) 


votes out of the necessary thirty-one 
votes and out of a total of sixty. Hud- 
son County legislators voted solidly 
against the bill. Essex County was split 
with five votes for the bill, five votes 
against the bill and two legislators ab- 
sent. Had we had an even break in both 
of these counties the bills would have 
passed the Assembly. The opposition of 
the Grange and the mutual companies 
was responsible for the loss of several 
votes in the rural counties. Hope was 
not abandoned for the passage of these 
bills until late in the session. 


Workmen’s Compensation Fund 


“Assembly 273, introduced by Assem- 
blyman Burke of Middlesex County, 
which created a monopolistic workmen’s 
compensation insurance fund. We all 
realize the seriousness of the compensa- 
tion situation in New Jersey. Our stock 
companies, in many instances, are refus- 
ing to write our business and, in other 
instances, are demanding collateral lines 
out of proportion to the size of the com- 
pensation premium involved. The mere 
mention of compensation insurance sends 
cold shivers down the backs of certain 
of our casualty company executives; even 
in the face of a constantly reducing loss 
ratio, due to the warranted increase in 
premiums and to the elimination of cer- 
tain ‘rackets’ that have ‘milked’ the com- 
pensation writing companies for years. 

“In 1933 the loss ratio of eighteen 
larger non-participating companies in 
New Jersey was 3.3% less than in 1932, 
with approximately the same volume of 
premiums; while the loss ratio of forty- 
eight, or all, non-participating companies 
was reduced to 5.4% in 1933 under 1932. 
While the compensation problem has no 
place in a legislative report, I am men- 
tioning these percentages because there 
are certain among us, both casualty com- 
pany executives and agents, who are of 
the opinion that a competitive state com- 
pensation insurance fund is the answer 
to the problem. 

“An executive of one of our largest 
casualty companies recently made a pub- 
lished statement to this effect. The com- 
pensation business of our state is a large 
proportion of the premium income of our 
agents and no stone should be left un- 
turned to protect that premium income. 
The experience of compensation funds 
in other states has not been one that 
they could point to with pride and it is 
my contention that compensation insur- 
ance can be written in the State of New 
Jersey with profit to the companies writ- 
ing the business. This is possibly due 
to the excellent co-operation of the Com- 
pensation Rating and Inspection Bureau 
of New Jersey through its chairman, A. 
R. Lawrence, and through the Depart- 
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ment of Insurance by its deputy com- 
missioner, C. A. Gough. Both of these 
gentlemen are fully aware of the condi- 
tion in which the class of business finds 
itself and are sympathetic to the extent 
that they are willing to approve adequate 
rates and proper underwriting rules, but 
the problem is not solved entirely by 
these two measures. The agent writing 
the business must underwrite the risk 

“If Assembly A-273 had been passed, 
today our premium income would be cut 
by the amount of our compensation pre- 
miums and our commission income in the 
same proportion. Of the thirty-five pieces 
of insurance legislation introduced this 
year fourteen have affected compensation 
insurance. 


Outlook For 1935 


“The 1935 session of the legislature al- 
ready promises to give us plenty of 
trouble. Signs are on the horizon that 
predict attacks from many sources and 
it is my recommendation that this asso- 
ciation confine its efforts during 1935 to 
opposing legislation that will adversely 
affect our business. Every agent in the 
state must be on his toes and must con- 
tact his legislators and let them know 
that he is closely watching their ac- 
tions in Trenton. It is necessary that 
the agents keep their legislators in- 
formed as to the merits of the proposed 
legislation. This committee will continue 
to examine each piece of legislation in- 
troduced in order to ascertain whether 
or not it has any interest to the insur- 
ance business. If dangerous pieces of 
legislation are turned up we will imme- 
diately notify the membership of our 
association.” 





Stults President 
(Continued from Page 19) 


tions. He was president of the Mercer 
County Insurance Agents’ Association for 
three years, vice-president of the New 
Jersey Association for Mercer County 
for two years and a member of the state 
association’s executive committee for 
three years prior to becoming chairman 
last year. Outside of the insurance busi- 
ness Mr. Stults was assistant postmaster 
of Hightstown for several years and also 
district deputy of the Grand Lodge of 
the Society of Free and Accepted Masons 
for New Jersey. 

Immediately after his election Presi- 
dent Stults appointed the following as 
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members of the local board committee: 
W. A. Faunce, Atlantic City; Donald 
Holmes, Summit; W. F. Turner, Jersey 
City; Alfred C. Sinn, Clifton, and Ira 
Kelsey, Hackensack. 





PAST PRESIDENTS ATTEND 


Among the past-presidents who at- 
tended the convention were Fred J. Cox, 
Perth Amboy; William M. Dickinson, 
Trenton; Arnold Rippe, Jersey City, 
Harry L. Godshall, Atlantic City; Fred- 
erick Hickmann, Atlantic City, and Har- 
vey B. Nelson, Jersey City. Past-Presj- 
dents Thomas W. Cocker and Alan Y. 
Livingston sent messages regretting their 
inability to go to Atlantic City on account 
of illness. 





Examiners Announce 
Speakers For 1934-1935 


The Fire Insurance Examiners Asso- 
ciation has reopened the season with an 
extensive program. The speakers for the 
coming year will be C. A. Vlachos of 
Viachos & Co., who will speak to the 
members of the association on “The Re- 
lation of Chemical Fire Hazards to the 
Textile Industry”; George Harrington, 
independent adjuster, will speak on “Use 
and Occupancy Insurance”; Clarence T. 
Hubbard, assistant secretary of the Au- 
tomobile Insurance Co., will speak on 
“Reporting Covers”; J. E. F. McClellan, 
New Jersey Schedule Rating Office, will 
speak on “Some Phases of the Liquor 
Industry,” and Persen Brink, assistant 
secretary, Southern Fire, will speak on 
“Sprinklered Risks.” The dates on which 
these various speakers will address the 
association will be given at a future time. 

The association has also made plans 
for group inspections of large plants in 
the metropolitan area. Also arrangements 
are being made for dinners, which are to 
be held in the near future. 





AMERICAN’S FIGURES 

The American of Newark in its semi- 
annual statement shows assets of $26,- 
815,409, premium reserve $12,517,071, spe- 
cial reserve $300,000, capital $3,343,740 
and surplus $7,591,704; premiums, six 
months, $5,868,377, decrease 13%. The 
losses and adjustment expenses were 
$3,263,592 or 51.4% of the earned pre- 
mium. The underwriting expenses were 
$2,728,190 or 46.5% of the written pre- 
miums. The company reports an under- 
writing profit of $352,883 for the six 


months. The net investment income was 
$462,898, the dividend payments were 
$334,374. 





MISS SHALLCROSS MARRIED 

Miss Elizabeth Shallcross, daughter of 
Mr. and Mrs. C. F. Shallcross, and Beek- 
man Pool were married last Friday in 
the chapel of St. Bartholomew’s Church 
in New York. Mr. Shallcross is United 
States manager of the North British & 
Mercantile. At the reception following 
the wedding there were a number of in- 
surance company executives. 





B. M. CULVER GOES TO COAST 

Bernard M. Culver, president of the 
America Fore Companies, left New York 
Saturday for San Francisco to make re- 
adjustments in the Pacific Coast depart 
ment made necessary by the recent resig- 
nation of A. L. Merritt, now with the 
Pearl as Pacific Coast manager. Mr. 
Culver will be gone about three weeks. 
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Surveys Qualification 
Tests For Seven Years 


HIGHER GRADE OF APPLICANTS 





Pennsylvania Insurance Dep’t Satisfied 
That Written Examinations Bring 
Better Agents and Brokers 





Numerous interesting facts about the 
operations of a state insurance depart- 
ment’s licensing division and the results 
achieved through requiring written ex- 
aminations for applicants for agents’ and 
brokers’ licenses were cited by H. R. 
Teitrick, chief of the Division of Agents 
& Brokers of the Pennsylvania Depart- 
ment, in a talk made before the annual 
meeting of the Pennsylvania Association 
of Insurance Agents at Pocono Manor 
last Friday. Annually the Pennsylvania 
Department issues about 160,000 agents’ 
licenses and 7,400 licenses to brokers. 
Each year more than 10,000 agents and 
700 brokers are examined. 

The Department last year, Mr. Teit- 
rick said, refused applications for over 
9,500 agents’ licenses and over 1,400 brok- 
ers’ licenses. Not all the applicants were 
considered unworthy, many merely fail- 
ing to apply properly. Continuing he 
said in part: 

“In discussing the refusal of the De- 
partment to issue licenses, may I call 
your attention to the very present prob- 
lem of non-resident applications for 
agents’ licenses. As an illustration of 
this question, may I take the State of 
New Jersey? 

New Jersey Residents 

“The Pennsylvania law restricts pri- 
marily against non-residents on the basis 
of whether or not they maintain their 
principal place of business and transact 
the majority of their business in this 
state. The State of New Jersey, how- 
ever, bases its restriction purely on po- 
litical boundary lines and refuses to li- 
cense any resident of Pennsylvania as 
an insurance agent for fire or casualty 
insurance. Since the retaliatory section 
of the Pennsylvania law requires that the 
Insurance Commissioner impose prohibi- 
tions and restrictions in excess of those 
imposed by the State of Pennsylvania, 
the Department has no alternative than 
to refuse to license residents of New 
Jersey because of the retaliatory law, 
even though these applicants would be 
able to qualify under the Pennsylvania 
law because they maintain their principal 
place of business in this state. All of 
the insurance companies affected and in- 
surance publications were advised of this 
position of the Department in July, 1933, 
and again this year in connection with 
the renewal of existing licenses which 
will be refused in the case of residents 
of all states which will not license the 
residents of this state. 

“About seven years ago the outstand- 
ing question in the insurance business in 
Pennsylvania was the written examina- 
tion. I feel you might be particularly 
interested in having what might be 
termed a ‘report’ on this by-product of 
our ‘license mill’ because of your very 
valued assistance to the Department in 
this question, as evidenced by the reso- 
lution passed by your association in 
which you endorsed the Department rul- 
ing requiring written qualificaton of in- 
surance agents. 

Survey of Qualification Tests 


“I have directed a survey of the ex- 
amination system Pati g three lines: The 
effect on the number of applicants; the 
effect on the quality of the applicants, 
and the reaction of companies at the 
present time. 

“In 1926, before the establishment of 


agents’ qualification, we issued 130,604 
agents’ licenses in the state; in 1932 we 
issued 159,320. It is, there fore, obvious 


that the examination has not prevented 
insurance companies from securing agents 
but, allowing for the normal increase in 
he number of agents licensed, it is equal- 
y obvious that in times such as the pres- 
nt the examination has undoubtedly act- 
a control against the 


ed as licensing of 
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a large number of unqualified and one- 
case agents. 

“In determining the effect on the qual- 
ity of applicants for license, we made a 
survey for the years 1922, 1927 and 1932. 
We used the months of October, No- 
vember and December, which were the 
first three months examinations were 
given in 1927. Of those applying in 1922 
13% were college graduates, 40% high 
school graduates, 31% a complete grade 
school training and 16% had little or no 
education. In 1927, during the first three 
months of examination, 24% had college 
training, 44% a high school training, 26% 
grade school training and 6% had little 
or no education. I would not claim that 
the increased percentage of those with 
better education was entirely due to ex- 
amination. There was a natural increase 
in the number of educated people during 
those years. 

“It is interesting, however, to turn to 
1932, after five years of examinations, 
and discover that 43% of the applicants 
are college graduates, 39% are high 
school graduates, 17% grade school grad- 
uates and only 1% are without a formal 
education. For the same periods we 
made some research into former employ- 
ment of applicants for license. We dis- 
covered that in 1922 64% of the appli- 

cants had professional or business expe- 
rience, 31% were drawn from those with 
laboring experience only and 5% gave no 
previous experience. In 1927 64% of the 
applicants had professional and business 
experience, 4% were drawn from those 
with previous laboring experience and 
2% no previous experience. However, 
in 1932 those with professional and busi- 
ness experience had increased to 69%, 
those with only laboring experience had 
decreased to 26% and 5% showed no 
previous experience. It is, therefore, evi- 
dent that we are securing a higher class 
of applicant since the establishment of 
the examinations. 

“Not only are those entering the insur- 
ance business better prepared by reason 
of education and are being drawn from 
those whose previous experience would 
indicate better qualification, but of those 
apply’ng for license there is a very clear 
indication of better preparation. Of 
those taking the life examination in 1927 
17.4% failed to pass; two years later 
13.2% failed to pass, and at the present 
time approximately 12% fail to pass. In 
fire insurance there has been very little 
change in the percentage of those fail- 
ing, largely because the large number 
of applicants in the early days of exam- 
ination were old agents taking on new 
companies. The present percentage of 
failure in fire insurance is 116%. In 
casualty insurance the percentage of fail- 
ure in 1927 was 43.3%; in 1929 it was 
9.3% and in 1932 8.3%.” 


Wholesale Insurance 


(Continued from Page 20) 

town where they seek patronage. There 
are many reasons why they should. 
There is a questionable advantage of a 
large broker in a distant city handling 
insurance on a plant as against the agent 
who is in touch with the development of 
a local character, such as strikes, rising 
water, change in climatic conditions, 
which would be brought to the attention 
of the manager at the plant as needing 
immediate protection insurance - wise 
without considering the prompt handling 
of losses. 

“I certainly hope that the companies 
will not encourage ‘wholesale insurance’ 
and make it harder for the agent in 
some of the larger towns and cities to 
exist. I can see real danger to the in- 
surance salesman, whether agent or 
broker, in the plan. Suppose, for in- 
stance, large insurers by demand for 
lower rates caused the companies to 
climinate if they could the agent’s coun- 
tersigning commission—what is to pre- 
vent them later on asking for another 
rate reduction and cause the companies 
to cut out the broker’s commission and 
do business with the assured direct. Fur- 
ther, if ‘wholesale insurance’ is encour- 
aged, the next step would be for groups 
in different lines of business in a single 
city to get together and ask for ‘whole- 
sale insurance’ at lower rates. 

“If this question of ‘wholesale insur- 
ance’ means an enlargement of the I. 
U. B. principle, it cannot be considered 
as anything but another steam roller in 
the direction of the agents. It seems to 
me that, after all, the matter is entirely 
in the hands of the agent; if he repre- 
sents a company that favors overhead 
writing and refuses to pay countersign- 
ing commission, he should give his busi- 
ness to companies that do not operate 
on this plan.” 





Monthly Reduction Form 
For Auto Fire and Theft 


The National Automobile Underwrit- 
ers Association has amended its New 
York State manual to permit the issu- 
ance of a 244% monthly reduction valued 
form of policy covering fire and _ theft 
risks. When the manual was first issued 
valued forms were prohibited. Under the 
monthly reduction form a deduction of 
214% from the face of the policy is made 
for each of the first ten months of the 
policy year so that if a loss should occur 
in the twelfth month of the policy year 
the assured could recover not more than 
75% of the original amount insurcd. 
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Reformation of Policy 
Cuts Company’s Log 


CLAUSE OMITTED BY MISTAKr 





Lowest Rate, Which Was Requested, 
Called for Addition of 80% Co. 


insurance Clause 


In a suit in equity against the owne 
of a building in Boston and the firy 
and second mortgagees, the Fireman's 
Fund sought and obtained reformation 
of a fire policy on the building by adding 
thereto an 80% reduced rate clause, 4 
fire had occurred on the premises fo; 
which the company was liable. If th 
policy contained the clause it was liabl: 
for $3,184, but if it should _ contain 
the clause its liability was $4,50 

The order for the policy oa given 
on behalf of the owner by an insurance 
broker, who was asked for a five-year 
policy “at the low rates.’ Under the 
80% reduced rate clause the established 
rates were eighty-four cents per $100 for 
five years, and $1.20 per $100 insurance. 
or the “flat rate,” if the clause was not 
made a part of the policy. 

After the application was received it 
was turned over to the policy writer in 
the office of the insurance company’s 
agent and a policy was written and sent 
to the first mortgagee without the re- 
duced rate clause; but the premium was 
computed at the rate of eighty-four cents 
per $100 and the owner was charged and 
paid that rate. The owner never saw the 
policy. After the policy was delivered 
a report of it was sent to the Fire In- 
surance Stamping Office for the Metro- 
politan District. The failure to include 
the reduced rate clause was discovered 
some time later and the insurance com- 
pany’s agents notified. Some time before 
the fire they ordered an indorsement of 
the clause on the policy, and copies of 
such a clause were mailed, one to the 
stamping office and one to the insurance: 
broker. No copy was ever seen by the 
owner, who knew nothing of the erro: 
until after the fire, or of the insurance 
rate except so far as the knowledge of 
the broker might be imputed to her, the 
owner. 

Court Sustains Insurer 


The Massachusetts Supreme Court, 
Fireman’s Fund y. Shapiro, 190 N.E. 741. 
held that the broker was the agent of 
the owner and the owner was bound by 
the application made by him. The only 
“low rate” at which the company sold 
insurance was the 80% reduced ate. 
Consequently, a policy containing that 
clause was all the owner applied for and 
all she was entitled to on her applica- 
tion. Furthermore, it was all she paid 
for. 

The mistake was held to be mutual in 
that the intention common to both par- 
tics was not expressed in the policy. The 
essential element of mutuality in the mis- 
take was not in the clerical act of the 
agent, but in the common intention of the 
parties which failed in expression. 

A decree for defendants was reversed 
and another directed ordering reforma- 
tion of the policy bv the addition of the 
80% reduced rate clause and fixing the 
company’s liability in accordance there- 
with. 


JOHN R. DINWOODIE DEAD 

John Roland Dinwoodie, proprietor of 
the general insurance business bearing 
his name in Thorold, Ont., died last week 
in his home at the age of 56 years. In 
addition to carrying on his insurance 
business he served as a member of the 
Thorold board of education, was a past 
master of the Masonic order and filled 
many civic duties. The widow and two 
children survive. 





AETNA (FIRE) DIVIDEND 
Directors of the Aetna (Fire) have de- 
clared the regular quarterly dividend of 
40 cents a share, payable October 1 t 

stockholders of record September 17, 
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PH OTOGRArH BY FAInCrILO AGRIAL SURVEYS 


Graton & Knight Company, Worcester, Massachusetts 


SPANNING THE YEARS TOGETHER 





ROM the small tannery sketched in the oval to the ex- together in trust and friendship which have strengthened with the 
tensive modern plant as viewed from an airplane; from passing of time. 
modest beginnings to the distinction of being the The “L. & L. & G.,” a member of the Royal-Liverpool Groups, has 
world’s largest manufacturers of leather belting—such played an important part in protecting American industry since 
is the fifty-seven year span pictured above. 1848. It has kept faith with its policyholders and its agents. A 


letter recently received from Monroe, Ingraham & Parker contains 
this comment: “It is our sincere hope that the Liverpool & London 
& Globe will keep this office as its representative and allow us to 
add another fifty years to the fifty that have passed.” 


In that span, insurance has been an important support. The first 
insurance policy for the Graton & Knight Company was issued in 
1877 by The Liverpool & London & Globe Insurance Company 
Limited through its Worcester, Massachusetts, agents—Monroe, 


Ingraham & Parker. “L. & L. & G.” insurance, placed through Companies of the Royal-Liverpool Groups offer to agents and in- 
the same agency, protects the Graton & Knight Company today. sureds time-tested facilities which strengthen old friendships and 
The insured, the agent, and the Company have been bound create new ones. 


ROYAL: LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 
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Canadians Consider 
Marine Definition 


OFFERED TO SUPERINTENDENTS 





Proposal Follows Closely Definition Used 
Here; Suggestions For Changes 
Reviewed by Committee 





R. Leighton Foster, Insurance Super- 
intendent of Ontario, presented the re- 
port on uniform definitions, including the 
proposed definition of inland marine un- 
derwriting powers, before the annual 
meeting of the Association of Superin- 
tendents of Insurance of the Provinces 
of Canada at St. John, New Brunswick, 
this week. A committee of Canadian 
insurance department heads has been 
working on the preparation of this uni- 
form definition since the majority of 
states in this country adopted the defini- 
tion approved by the National Conven- 
tion of Insurance Commissioners. 

The draft of the Canadian definition of 
inland marine underwriting powers fol- 
lows closely: the definition accepted here. 
Canadian‘ msurance companies had an 
opportunity to study the proposed defini- 
tion during the summer and the report 
submitted by Superintendent Foster in- 
cluded some of the criticisms and sug- 
gestions offered by companies. The com- 
ments made by certain companies in 
Canada are given herewith together with 
the remarks of the sub-committee work- 
ing with the Canadian Superintendents 
Association : 

Suggestions From Companies 

Office “A”—Letters were received from 
this office from and finally, on 
30th July, a telegram from to Mr. 
Goddard read as follows: 

“Your letter July twenty-fifth refer- 
ence agreement fire marine casualty in- 
surers. Please record as subscrib- 
ing whole-heartedly to any agreement 
providing reasonable dividing lines.” 

Sub-committee’s remarks: The “A” 
office’s main objection apparently is that 
they disagree with the Chicago agree- 
ment which prohibits the writing of 
property floaters, which cover in the per- 
manent residence of the insured. 

They agree that association fire rates 
are being maintained on the fire portion 
of the insurance, but if any part of the 
hazards covered are not subject to any 
association control, and some of them 
are not, then the rate for the whole be- 
comes competitive and consequently this 
would mean the eventual relinquishment 
of control of rates by the fire associa- 
tions on contents of dwellings which 
every company would consider disas- 
trous. 

The telegram from Mr. , how- 
ever, was considered by the sub-commit- 
tee to be satisfactory, as superseding the 
previous letters from other officials of 
this office. 

Section 1-C.2—Recommended that the 
words “North American Continent” be 
substituted for “Canada.” Otherwise the 
restriction upon Inland Marine Policy 
would be unnecessarily severe. Goods 
are frequently sent from Canada to the 
U. S. for processing or routed from one 
point in Canada to another point in Can- 
ada through the U. S. 

Sub-committee’s remarks: A change 
would probably cause confusion as we 
are endeavoring to legislate for Canada 
only. 

Section II-G—C. F. U. A. companies 
cannot provide a pclicy of the type re- 
ferred to. The demand for this type is 
growing. To prohibit an inland marine 
company from satisfying the demand 
would, in Canada, encourage the compe- 
tition of Lloyd’s, who can issue this type 
but are prohibited from competing in the 
United States where this restriction was 
drafted. It is recommended that in Can- 
ada the inland marine companies be 
placed in a more favorable position than 
Lloyd’s, who are the competitors of all. 

Sub-committee’s remarks: This is a 
definite exclusion in the Chicago agree- 

















-Appetites & Thirsts 


Right-Royally Treated 
at the friendly, cozy 


Golden Hill 


RESTAURANT 
at Fulton and William Streets 





© NE of the pleasantest “breaks” in the day in the down- 
town insurance district is a meal or a drink at Childs Golden 
Hill. Here you relax in congenial surroundings, with con- 
genial company . . . happy accompaniments to the tempting 
food, mellow liquors, choice wines . . . and perfect service. 
Whether you gather informally in the cheerful Colonial Room 

. . semi-private rooms .. . or at the Lunch Counter . . . when 
thirst or appetite call, Childs Golden Hill is always a soul- 
satisfying answer! Childs Usual Modest Prices 








Wine, Dine . . . and DANCE at 


Gb SPANISH GARDEN 


12 EAST 59th STREET 
Music by DON ALFREDO and his 
famous 
BLUE AND WHITE MARIMBA BAND 


Dancing Daily and Sunday, 4 to 9 P. M.... 11 P. M. to 1 A. M. 


NO MINIMUM CHECK NO COVER CHARGE 
* * * 


Also Dancing Daily and Sunday at 
CHILDS RESTAURANT, Paramount Bldg.. BROADWAY AT 43RD 














THE NATION’S HOST FROM COAST TO COAST 























ment and affects the fire business to 
a 
very large degree. 
Bridges and Tunnels 

Section “D,” dealing with bridges tun 
nels, etc—Add to the last sentence “and 
water pipe lines, transmission lines radio 
towers, dams, coffer-dams, reservoirs 
etc.,” so that the last sentence will read 
“other aids to navigation and transpor- 
tation, including dry docks and marine 
railways against all risks and water Pipe 
lines, transmission lines, radio towers 
dams, coffer-dams, reservoirs, etc.” ‘ 

Section E.2-A—After the words “ar. 

© ” 

cles of virtu” add the words “stamp and 
coin collections” so that the Paragraph 
will read as follows: “(a) Fine Arts 
Floaters. To cover objects of art such 
as pictures, statuary, bronzes and ap. 
tiques, rare manuscripts and books, ar. 
ticles of virtu, stamp and coin collec. 
tions, etc., but excluding stained glass 
windows and carved glass used for com. 
mercial purposes.” 

Sub-committee’s remarks: We suggest 
no change in these clauses as many new 
forms of this kind are likely to come up 
frequently and might be left to an in. 
terpretation committee. 

Section E.2-O—Miscellaneous Move- 
able Articles. After the words “musical 
scores and orchestrations” incorporate 
“lodge jewels and lodge paraphernalia, 
trophies,” so that this part of the para- 
graph will read: “Musical scores and 
orchestrations, lodge jewels and lodge 
paraphernalia, trophies and other simi- 
lar property of a mobile or floating na- 
ture,” etc. 

Sub-committee’s remarks: Sub-com- 
mittee agree with these suggestions. 

Section E.2-O—Instalment sales and 
leased property. Add to the first para- 
graph “or finance company’s interest” so 
that the last sentence will read: “Such 
policies must cover in transit but shall 
not extend beyond the termination of the 
seller’s or lessor’s and/or finance com- 
pany’s interest.” 

Sub-committee’s remarks: Sub-com- 
mittee agree with these suggestions. 

Furriers’ Policies 

Section E.2-S—Furriers’ and/or fur 
storer’s customer’s policies. Delete the 
words “but only while in the custody of 
the furrier and/or fur stores” so that the 
paragraph will read: “Furriers and/or 
fur storer’s customer’s policies (i. e., pol- 
icies under which certificates and/or re- 
ceipts are issued by furriers and/or fur 
storers) covering specified garments the 
property of customers.” 

Office “D”: 

Section 1-D—We do not believe it is 
advisable to exclude all street and sub- 
urban railway properties. For example, 
rolling stock, bridges, tunnels and power 
transmission lines are proper subjects for 
inland marine insurance. It would seem 
that Section II C and H would be suff- 
cient to exclude such properties of street 
and suburban railways that should be ex- 
cluded without further reference to such 
property in the definition. 

Sub-committee’s remarks: Sub-com- 
mittee do not see any reason for change 
in this amended wording. 

Section II-A—You propose to add the 
words “and other risks in permanent lo- 
cations.” In our opinion that would be 
unwise as the word “permanent” when 
used in that sense cannot be clearly de- 
fined and, furthermore, such an exclu- 
sion would unjustly restrict the issuance 
of certain all-risk policies such as fine 
arts and the personal jewelry floaters, 
covering in the assured’s premises, which 
have always been proper subjects for in- 
land marine insurance. Furthermore, we 
believe that the addition of those words 
is really unnecessary as the definition 
itself is sufficiently comprehensive. 

Sub-committee’s remarks: The amend- 
ed clause does not in the opinion of the 
sub-committee in any way change te 
present custom as to fur floaters and 
personal jewelry floaters, which in Sec- 
tion I-E. (b & c) are not restricted. 

Section II-J—Grain in elevators, ¢ 
cept when specifically designated fof 
shipment for export as provided in 9eC 
tion B, nor in any event in the name 0 
the elevator owner or operator as SU! 
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LOYALTY GROU 





FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


80 YEARS IN BUSINESS 


Surplus to Policyholders, Dec. 31, 1933, $15,719,163.78 





(Securities at Market Value) 





Organized 1853 
THE GIRARD 
FIRE & MARINE INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 


$2,380,826.52 


Securities at Market Value 
82 YEARS IN BUSINESS 





Organized 1854 


THE MECHANICS 
INSURANCE COMPANY OF 
PHILADELPHIA 


Surplus to Policyholders Dec. 31, 1933 
$2,181,651.19 


Securities at Market Value 
81 YEARS IN BUSINESS 





Organized 1866 


NATIONAL-BEN FRANKLIN 
FIRE INSURANCE CO. OF 
PITTSBURGH, PA. 


Surplus to Policyholders Dec. 31, 1933 
$2,254,726.35 


Securities at Market Value 
69 YEARS IN BUSINESS 





Organized 1874 


THE METROPOLITAN 
CASUALTY INSURANCE CO. 
OF NEW YORK 
Surplus to Policyholders Dec. 31, 1933 
$2,216,188.12 


Bonds Amortized—Stocks Market Value 
61 YEARS IN BUSINESS 








AVERAGE AGE 
LOYALTY GROUP COMPANIES 


OVER 66 YEARS 


GROUP LOSSES PAID 


OVER 
FOUR HUNDRED MILLION 


$413,592,692.72 


A LOSS PAYING RECORD 


PROVING SECURITY 
AND STABILITY 


OUR BUSINESS ASSETS 


MERIT CONFIDENCE 


a THESE. ARE 








AGE - EXPERIENCE - GOOD FAITH 





SUCCESS - PERFORMANCE 





SOUND INSURANCE PRINCIPLES 








Organized 1852 
MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 


$5,021,440.67 
Securities at Market Value 
83 YEARS IN BUSINESS 





Organized 1871 
SUPERIOR 
FIRE INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 
$1,780,616.49 


Securities at Market Value 
64 YEARS IN BUSINESS 





Organized 1870 


THE CONCORDIA 
FIRE INSURANCE COMPANY 
OF MILWAUKEE 


Surplus to Policyholders Dec. 31, 1933 
$2,411,805.55 


Securities at Market Value 
65 YEARS IN BUSINESS 











Organized 1909 
COMMERCIAL 
CASUALTY INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 
$2,015,905.60 


Bonds Amortized—Stocks Market Value 
26 YEARS IN BUSINESS 
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WESTERN DEPARTMENT 
844 Rush Street 
Chicago, Illinois 





CANADIAN DEPARTMENT 
461 Bay Street 
Toronto, Canada 


EASTERN DEPARTMENT 
10 Park Place 
NEWARK, NEW JERSEY 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco, Cal. 





SOUTH-WESTERN DEPT. 
912 Commerce Street 
Dallas, Texas 

















LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








In the early part of 1919, just after I 
had come into the home office of the 
National Liberty I had the pleasure of 
entertaining a prominent agent from Al- 
bany and another from Syracuse. We 
had a good dinner and liquid refresh- 
ments in proper style. I had known 
both these men for over twenty-five 
years, in fact had grown up: with them, 
the man from Albany having been in the 
service of the company several years 
longer than I; the man from Syracuse 
and his father before him were my own 
appointees. We parted after a well and 
agreeably spent noon meal, the man from 
Syracuse stating he had to visit his other 
company’s home office in Newark, not 
the Firemen’s by the way. When he ar- 
rived there he still felt fine, and per- 
haps spoke a little more animatedly than 
usual. He was “shushed” by his field- 
man, who happened to be there. Ap- 
parently the latter thought more rever- 
ence should be paid in the majesty of the 
home office. 

This prominent agent did not like to 
be “shushed” and did not feel the neces- 
sary(?) reverence for that home office. 
He went away with the remark that he 
had just come away from the National 
Liberty office where he had been made 
to feel at home, and that the National 
Liberty knew how to treat its agents. I 
have often wondered just how much busi- 
ness that company lost by having the 
agent “shushed”. We at the National 
Liberty always felt that a valuable agent, 
feeling his oats after a good dinner, could 
cut up all he wished to. The larger the 
business he sent, the more he could cut 
up. Both these gentlemen are still alive, 
and the man from Syracuse has one of 
the best agencies there. We always felt 
we were running our agency plant to 
produce results, and not to admonish an 
agent as to his behavior. We were. run- 
ning an insurance office not a reforma- 


tory. It is simply a different way of 
looking at things, that’s all. 
$ = # 


Memories of Newburgh 

Years ago the Palatine Hotel at New- 
burgh, N. Y., was chiefly noted for hav- 
ing a large number of permanent guests. 
As time progressed many of these older 
people passed on, and their funerals were 
generally held from the hotel. We had 
an agent for the National Liberty in 
those times by the name of Robert N. 
Whelan, whom the older fieldmen will 
remember both as a good agent and a 
high diver. I used to get there to his 
office early in the morning and we would 
be busy until noon, then we would go 
back to the office and work until three 
p.m., call it a day and adjourn to the 
club next to the hotel. 

From then on it was a question of how 
much each man could stand in the way 
of liquid refreshment, and, I, being young 
and in excellent health would generally 
come off all right. A session one evening 
lasted quite long, and in the morning I 
woke up late, a little worse for wear. 
Besides it was a bleak morning. My head 
ached and I had no desire for breakfast. 
After taking a cold shower bath and 
dressing I opened the door, and butted 
right into a funeral ceremony, the coffin 
standing right near the door and the 
minister beside it, in the midst of a long 
sermon. The “scenery” fitted right into 
ihe mood and condition J was in, and 


for a fleeting moment I felt the corpse 
was not so badly off after all. 

It was not my habit to carouse with 
agents to get business those days, but 
you had to do a certain amount of it 
with some agents. To show that this was 
true, is proven by the fact that this same 
agent spoke in a deprecatory way of my 
able predecessor, Rudolph G. Leypoldt, 
grandson of R. H. Garrigue, one time 
president of the Germania, because he 
had come to Newburgh, N. Y., to visit 
him and as soon as he could get through 
with his work asked the agent to show 
the Y.M.C.A. headquarters. He resent- 
ed this and it impaired this special 
agent’s usefulness because his Y.M.C.A. 
proclivities, laudable as they were, did 
not fit into “Bob” Whelan’s scheme of 
things. 

At another time, when I was temporar- 
ily general agent at the home office in 
New York, when General Agent Goulé 
was on his wedding trip in Europe. Mr. 
Whelan came to visit us and the officers, 
knowing him as well as they did, made 
some excuses and turned him over to 
me to entertain. I introduced him to a 
drink he had never tasted, viz. May 
Wine, a delectable beverage composed 
of Rhine wine and champagne, mixed 
with strawberries. pineapple and aro- 
matic herb called in German “waldmeis- 
ter”; in English “woodruff”, which is a 
trailing vine growing in forest bottoms in 
Germany, it has an aroma and taste that 
is very pleasing. It is like the nectar 
of the gods, very refreshing and compar- 
atively harmless in small quantities. 

Mr. Whelan impressed me with the 
fact that he had to catch the three 
o’clock boat to Newburgh, and that his 
wife had commissioned him to match 
some materials at a store on Broadway. 
We started up Broadway, but Mr. Whe- 
lan told me he had become somewhat 
color blind since our repast and would 
postpone the matching to some future 
date; and would do it before coming to 
our office, and and not after. 

The old Germania was famous for its 
hospitality to its loyal out-of-town agents, 
especially those that at home were not 
allowed to “step out”. Entertaining those 
days was a fine art, and not just an invi- 
tation to a quick meal in a business club 
and then “good-bye, see you next time”. 
I wonder whether we are not missing 
something nowadays in our peppy, effi- 
cient, Spartan diet and abstemious ways 
in the conduct of our business, going 
through the motions only of being host, 
without putting our hearts into it. 

Of course the matter can be overdone, 
but there should be a middle path. We 
all made a living those days and had time 
and inclination to play besides. The mat- 
ter of trying to match the cloth that 








ROYAL EXCHANGE ASSURANCE (1720) 
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111 John Street, New York 
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afternoon was a subject of merriment 
between the agent and the company for 
years to come. I think we have lost the 
ability to get fun out of simple things, 
as we did those days. Also the fine per- 
sonal relationships between company and 
agents growing out of sensible hospitality 
has been lost in modern times. 
_ 


Mr. Whelan a Fine Host 

Mr. Whelan was one of the best agents 
we had in the Eastern department and 
achieved marvelous results. Whenever 
a company officer or fieldman came 
through his territory he took him right 
up to his home. I think of all the men 
that visited him only two are now alive; 
J. M. Donald, then with the Great Am- 
erican, now an independent adjuster at 
Buffalo, and Thomas L. Farquhar, pres- 
ident emeritus of the Newark Fire. Wal- 
ter Howe, now an official of the Liver- 
pool, will also remember him. E. J. 
Haynes, Jr., of the Springfield Fire & 
Marine and later president of the New- 
ark, dead long ago, was also a warm 
friend of Mr. Whelan. The Pellett 
agency is the successor of the Whelan 
agency. 

* * * 
Faith and Hope Renewed 

Recently at Saranac Lake, taking an 
early train “out,” an invalid was being 
sent home and I noticed there was a 
gathering of friends at the depot, giving 
him a send-off. It was a dark cold morn- 
ing and all the “scenario” to make the 
episode a depressing one. But when the 
friends of the patient broke out in song 
and sang the beautiful strains of “There 
is sunshine in my soul” the darkness and 
depression seemed to disappear for a 
moment. And personally I was uplifted 
and became inclined to grumble less 
about my own troubles at home and in 
business. They were all humble people 
paying tribute to a fellow-worker (I 
think they were Endicott-Johnson Shoe 
Factories employes as Mr. Johnson main- 
tains a home for his invalid workmen 
there) who was being taken home. 
Christian faith is a wonderful thing to 
support us through life. 





F. D. LAYTON, President 
¢. 





Admitted Assets .. 





National Fire Insurance Company 
OF HARTFORD, CONN. 


31, 1933, to New York Insurance Department 
nee ey Se ee Pen $39,924,452.58 


LIABILITIES 

RS ee ne i AS © ee AN aL SP 5,000,000.00 
ee da bin ero Waa «Wee wend don we Oma eG 14,302,959.18 
I tn a gs ae wb ie 6b shai gs 8S andi AL KD a mare 1,984,950.21 
Reserve for Taxes and Other Expenses piso a Rive Wateia’s mk Rare a oblate oe eee 1,049,490.04 
Reserve for Dividends. .... VE ETCUL CREE EE LTR Ee ee er 0,000.00 
Reserve for Contingencies (Sp ON SR Coe eae i ass 3,769,288.38 
Reserve for Contingencies (General) . 7 1,700,000.00 
Net Surplus (Based on December 31, 1933, "Market Win. S... 22.74.05 11,867,764.77 

39,924,452.58 
Surplus Available for Protection of Policyholders....................... Sie'ser764.97 


S. T. MAXWELL, Vice-President 











224TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. 
Western Department 


309 West Jackson Blvd. 
Chicago 


New York 


Pacific Department 


100 Sansome Street 
San Francisco, Cal. 











CANADIAN LEGISLATION 





Superintendents of Provinces to Consider 
Revision of Uniform Fire 
Insurance Act 

In presenting his report on fire insur- 
ance legislation to the annual meeting of 
the Superintendents of Insurance of the 
Provinces of Canada at the Admiral 
Beatty Hotel, St. John, N. B., this week, 
Arthur E. Fisher, Saskatchewan super- 
intendent, spoke at length on proposed 
amendments to the uniform fire insur- 
ance act. Ten years have passed since 
this act was recommended by the asso- 
ciation and it is now in force in-all the 
provinces of Canada except Quebec. It 
is now felt by the fire insurance com- 
mittee that amendments are in order and 
the work of revision may consume two 
or three years. 

Revision has been placed in the hands 
of a special committee consisting of the 
provinces of Saskatchewan, British Co- 
lumbia and New Brunswick. R. Leigh- 
ton Foster, Ontario superintendent, 1s 
secretary of the committee. Amendments 
will involve both the substantive law and 
the statutory conditions governing fire 
insurance contracts as contained in the 
laws at present. The Underwriters Com- 
mittee, the Canadian Manufacturers As- 
sociation and the Mutual Fire Under- 
writers Association of Ontario have sub- 
mitted proposed changes in the uniform 
statute to the fire insurance committee 
of the Superintendents’ Association. 





F. W. ROSENBERGER DIES 

Frank W. Rosenberger, 46 years of 
age, director of sales and vice- president 
of Parke, Hall & Co., one of Buffalo's 
large real estate and insurance offices, 
died last week at his home there follow- 
ing a long illness. He had been with the 
company for thirty years. 





Insurance in force in the Continental 
Assurance of Chicago exceeds $175, 
000, it was reported at the board meet 
ing of the company last week. The reg- 
ular dividend to stockholders was 4¢- 
clared. 
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Agents Elated By 
Change of C.C.C. Plan 


THEY WILL PLACE INSURANCE 





d Bennett Comment on Change; 
ices of Washington Pro- 
gram Given 





After hearing the report that the Com- 
modity Credit Corporation had changed 
its policy in regard to insurance on cot- 
ton on which it makes loans, President 
Allan I. Wolff of the National Associa- 
tion of Insurance Agents at Pocono 
Manor, where he addressed the meet- 
ing of the Pennsylvania Association of 
Insurance Agents, made the following 
statement : 

“It is reported, but not officially con- 
firmed, that the Commodity Credit Cor- 
poration has changed its policy in regard 
to insurance on the cotton on which it 
makes loans, and that hereafter coverage 


will be furnished through warehousemen. 
It will be recalled that on the 1933 crop 
a blanket policy was taken out and three 
brokers were awarded the contract. The 
report that the insurance on cotton which 
is taken over by the government as col- 
lateral for loans at twelve cents a pound 
on the 1934 crop is to be handled locally, 
is the most gratifying development of my 


administration. ae 
“The National Association and the 
Southern Agents’ Conference have 


worked long and hard to bring about 
this eventuality. Nothing could be fairer 
than restoration of this business to local 
channels leaving it freé to open compe- 
tition. As the former plan operated, 
many a warehouseman who wanted to 
patronize his own agent in his own com- 
munity was not privileged to do so. Un- 
der the new plan as reported, every 
agent will have an opportunity to solicit 
this cotton business. I wish to commend 
the officials of the Commodity Credit 
Corporation for the action they are re- 
ported to have taken.” 


Bennett Wires Talley 


Upon receipt of the report of the 
change of policy of the Commodity Credit 
Corporation, Secretary-Counsel Walter 
H. Bennett of the National Association 
wired President Lynn P. Talley of the 
Commodity Credit Corporation as fol- 
lows: 

“It is reported that your insurance re- 
quirements on cotton loans on the new 
crop will be received through warehouse- 
men with the insurance to be written 
through local agency channels. The Na- 
tional Association of Insurance Agents 
is very appreciative of this action on your 
part and we desire to commend you for 
this splendid co-operative movement and 
assure you that if we can in any man- 
ner aid you our services are at your 
command,” 

The Southern Agents’ Conference com- 
posed of one representative of each state 
association in the cotton belt, has been 
active in its efforts to restore the C.C.C. 
cotton business to local channels. Ham- 
ilton C. Arnall, Newman, Ga., is chairman 
of the Conference. In its work it has 
had the active co-operation of officials 
of the Home Insurance Co. 


New Insurance Plan of C.C.C. 


Details of the new plan formulated by 
the C.C.C. are as follows: Warehouse- 
men’s charges for storage, insurance and 
all usual services are limited by the cor- 
poration to twenty-five cents per bale 
per month, or the charges applicable un- 
der the warehousemen’s established tar- 
Mts in existence at the time of the issu- 
ance of the warehouse receipts, which- 
ever is less. Warehousemen will also be 
tequired to certify to the eligibility of 
grade and staple of cotton offered as 
collateral. 

In addition to requiring the warehouse- 
men to place the insurance on the cot- 
ton the regulations said that holders of 


notes desiring further coverage should 
obtain such coverage at their own ex- 
pense. 

“In addition to the insurance provided 
by the warehousemen, the Commodity 
Credit Corporation has obtained a blan- 
ket insurance policy covering any differ- 
ences between the market value of the 
cotton and the loan value plus interest 
and accrued charges,” it was said, “in 
the event that the market value of the 
cotton at the time and place of a fire 
loss is less than the amount of the note 
plus interest and accrued charges. 

“This blanket policy also protects the 
corporation in the event the warehouse- 
man fails to comply with the insurance 
requirements of the corporation and also 
covers any losses or damage to the cot- 
ton to the amount of the loan, plus in- 
terest and charges, due to flood. It con- 
tains the usual subrogation clause where- 
by the underwriters, upon payment of 
loss, are subrogated to the rights of the 
holder of the insured warehouse receipt. 

“Banks and other lending agencies may 
obtain such additional insurance cover- 
age as they desire through their usual 
channels or they may secure coverage 
under the blanket policy carried by the 
Commodity Credit Corporation. Banks 





desiring to secure coverage under the 
blanket policy carried by the corpora- 
tion should communicate with the Com- 
modity Credit Corporation, Washington, 
D. C., and instructions and forms con- 
cerning reporting payment of premiums 
and rate will be furnished. 

“Upon purchase of notes by the Com- 
modity Credit Corporation no allowance 
will be made to banks and lending agen- 
cies to cover insurance costs.” 





Ad Conference Adds To 


Oct. Convention Program 
Several additional speakers have been 
added to the convention program of the 
Insurance Advertising Conference meet- 
ing at the Westchester Country Club, 
Rye, N. Y., October 1-3. They include 
William Leslie, associate general mana- 
ger, National Bureau of Casualty & Sure- 
‘ty Underwriters, who will discuss adver- 
tising and publicity from the casualty 
standpoint, and A. W. Lehman, Associa- 
tion of National Advertisers, who will 
discuss radio advertising. 
Committee reports and nomination of 
officers, together with a general discus- 





Waban 


sion of advertising by A. T. Falk, direc- 
tor, bureau of research and education, 
Advertising Federation of America, will 
feature Monday, opening day. On Tues- 
day, the big day of the convention, Al- 
bert E. Haase, Association of National 
Advertisers, will talk on “Methods of De- 
termining the Advertising Appropria- 
tion”; L. L. Montgomery, sales consultant 


for life insurance agencies, will dis- 
cuss “Psychology and Risk Bearing”; 
Edward Ekdahl, administration officer, 


Massachusetts safety highway study, un- 
der the auspices of the M. I. T., will tell 
about this laboratory study into safety, 
and Merle Thorpe, Nation’s Business ed- 
itor, will review Washington affairs. At 
the Conference dinner that evening Alex- 
ander Woolcott, famous columnist and 
writer, of “While Rome Burns” fame, 
may be the guest speaker if he returns 
to New York City in time. 

As previously announced, George J. 
Kutcher of Recht & Kutcher, Northwest- 
ern Mutual Life general agents, will ad- 
dress the convention on the question of 
how agents should meet objections to 
plans developed to increase’ estates 
through life insurance. 

Sunday, September 30, is set aside for 
an informal evening gathering. 





© Keystone View 





Riot and Civil Commotion Insurance 


| peepee prepares the way for the sale of Riot and 
Civil Commotion Insurance like an actual strike 


attended by property damage . .. Now is your opportunity 


to get more of this business, as property owners can 


readily be made to realize their need for this protection. 


Review the details of the coverage carefully. List all 


possible prospects. Then go out and sell them... 


Remember, as a competent insurance agent, you owe it 


to the business men of your community to point out 


the hazards accompanying strikes. Further, it is your obli- 


gation to give them the sound indemnity offered by such 


strong companies as those of the “Springfield Group.” 


Informative broadsides and advertising leaflets on this coverage are available 
on request to the Business Promotion Department - 





THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Chartered 1849 


Cash Capital, $5,000,000.00 


SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 


Harding & Lininger, Mgrs., Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr.. Montreal 


CONSTITUTION DEPARTMENT, Spri 


Geld MA 
3 ’ 
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SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 








Page 30 


———— 


THE EASTERN 
UNDERWRITER 






September 14, 1934 











New Clause Prepared 
For Mortgagee-Owner 


WHERE BOTH ARE SAME PARTY 





Mortgagee Who Becomes Assured Also 
Cannot Receive Preferential Condi- 
tions of Mortgagee Clause 





In order to avoid misunderstandings in 
with the operation of the 
mortgagee clause where the insured and 


connection 


payee named in the clause are one and 
the same party, the Schedule Rating Of- 
fice of New Jersey has informed fire in- 
surance companies operating in that state 
that the following clause has been filed 
with the New Jersey Insurance Depart- 
ment and must be used: 

“The mortgagee clause attached to this 
policy is made a part thereof only upon 
insured’s representation that its (his, her) 
mortgage on the described property is 
held as a muniment of the title, that its 
(his, her) interests as owner and as mort- 
gagee are not merged, and that the spe- 
cial terms of the mortgagee clause are 
waived except as security against ques- 
tionable title or against subordination of 
its (his, her) interest, as owner, to the 
claims of third parties.” 

By the use of this clause a mortgagee 
who becomes owner of the property and 
still retains a position as mortgagee can- 
not avail himself of the privileges of the 
mortgagee clause such as protecting the 
interest of the mortgagee despite acts 
by an assured which would cancel the 
latter’s rights to recovery. 

In a bulletin sent to the companies a 
few days ago Leon A. Watson, expert 
of the Schedule Rating Office, says: 

“Under date of February 26, 1934, we 
sent you a bulletin calling your attention 
to the fact that policies were being is- 
sued in favor of savings banks and other 
lending institutions naming these insti- 
tutions as the owner (insured) and also 
making loss, if any, payable to the same 
institution as mortgagee under the condi- 
tions of the standard mortgagee clause. 

“Inquiry has developed the fact that in 
New Jersey the Chancery Court has held 
that a mortgagee of real property taking 
title as owner to the mortgaged property 
by conveyance from the mortgagor may 
under proper circumstances hold the 
mortgage as a muniment of title, the in- 
terest as owner in such case not invaria- 
bly being merged with the interest as 
mortgagee. 

“The following citations are reported: 
Mueller vs. Morrell, 112 New Jersey 
Equity 200; Dieckmann vs. Walser, 112 
New Jersey Equity 46 (see conclusion of 
opinion), affirmed without comment ap- 
parently on this point, 114 New Jersey 
Equity 382; Brehm vs. Snyder, 112 New 
Jersey Equity 517. 

“While, under these conditions, it may 
be advisable for an insured to protect its 
interests either as owner or mortgagee, 
nevertheless we believe it would be in 
violation of the anti-discrimination rate 
law to extend the preferential conditions 
of the mortgagee clause to run in favor 
of any insured as owner of buildings 
without extending these preferential con- 
ditions to all owners of buildings.” 





NAME A. L. CARR AGENCY, INC. 

The A. L. Carr Agency, Inc., has been 
appointed Brooklyn and Long Island 
City agent for the Franklin National. 
Also the agency has been named agent 
of the Springfield Fire & Marine for 
marine risks. The agency represents in 
addition the American & Foreign, New- 
ark Fire, National Casualty and Con- 
tinental Casualty. 


NOVEL ADVERTISING BLOTTER 

The Fidelity & Guaranty Fire of Balti- 
more is sending to all its cotton writ- 
ing agents in the Southern territory for 
distribution to prospects a novel advertis- 
ing blotter in the shape of a bale of cot- 
ton. The blotter carries these few 
words: “We respectfully solicit your cot- 
ton business.” 

















RELIABILITY 


based on a record 
of satisfactory service 


to agents and policyholders 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, President 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, Manager 
75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


‘INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is strength 
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Automatic Cancellation 
Finds Favor in Canada 


REPORT TO SUPERINTENDENTs 





















Committee Votes, However, Not to Ree. 
ommend Legislation Now; Agent,’ 
Balance Statements 





Credits to assureds and automatic cap. 
cellation were considered in the report 
of the special committee on credit and 
free insurance evil to the convention of 
the Canadian Superintendents of Ingyr. 
ance at St. John, New Brunswick, this 
week. B. A. Dugal, Superintendent of 
Quebec, is chairman of the committee 
which also reported on the quarterly re. 
turn of agents’ balances. Despite the fact 
that the special committee early this year 
voted to recommend no legislation for 
automatic cancellation at this time, Mr. 
Dugal said that there still appears to 
exist strong support for this form of con. 
trol for non-payment of premium, A 
prominent Montreal manager recently 
suggested the following as a preamble: 

“Whereas ... (hereinafter called the 
assured), having agreed to pay to.., 
(hereinafter called ‘the company’), the 
amount of premium above stated within 
thirty days from the date of insurance, 
failing which this policy will become null 
and void, the company hereby agrees 
that the assured, etc., etc.” 

In explanation of this suggestion the 
manager writes in part: 

“I am taking the liberty of enclosing 
a copy of our standard policy form with 
the suggested amendment. As you will 
see, this amendment to the contract 
would not affect the statutory conditions 
of the policy and since the policy forms 
must be approved by the Superintendent 
of Insurance of the various provinces to 
which a company applies for a license, 
the question of bringing into force the 
automatic cancellation of a policy for 
non-payment of the premium would have 
first to meet with the approval of the 
Superintendent before being submitted to 
the companies, either through the Board 
of Underwriters or the All Canada Fed- 
eration and directly to the few compa- 
nies which are not members of the 
Associations.” 

Most of the Canadian provinces called 
for returns of agents’ balances on June 
30. The statement of the number of 
agents with balances ninety days or more 
in arrears shows 951 in Ontario, 371 in 
Alberta, 353 in British Columbia, 306 in 
Manitoba and 120 in New Brunswick. 
More than 90% of the agents in these 
provinces have unpaid balances of less 
than $1,000 each. 


Walter S. Adams Completes 
50 Years With Continental 


Ernest Sturm, chairman of the board 
of the Continental, has presented to 
Walter S. Adams a beautiful gold watch 
as a token of the completion of half a 
century service with the Continental. The 
presentation was made by Mr. Sturm in 
the officers’ dining room atop the com- 
pany’s office building at 80 Maiden Lane, 
in the presence of the officers of the 
America Fore group. In presenting th: 
watch Mr. Sturm, on behalf of the di- 
rectors, thanked Mr. Adams for his 
loyal, faithful and efficient service. 

Mr. Adams is one of four who pre- 
ceded Chairman Sturm in the employ of 
the Continental at 100 Broadway and 1s 
the third employe to receive this honor 
during the chairman’s regime. The back 
of the watch contains a replica of the 
gold medal presented to Mr. Adams upon 
the completion of his twenty-fifth year 
of service with the company. : 

Mr. and Mrs. Adams will celebrate this 
anniversary going to the Pacific Coast 
through the Panama Canal, visiting rela 
tives on the Coast and returning home 
via southern California, Grand Canyon, 
Colorado Rockies and Chicago. 
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Advertising Should Sell Name of 
Local Agent to Community 


H. V. Carlier of Northern Assurance, an Advertising Expert, 
Speaks on Value of Different Forms of Publicity 
for Local Producers 


H. V. Carlier, advertising manager of 
the Northern Assurance, told the members 
of the New Jersey Association of Under- 
writers at their annual meeting last Sat- 
urday in Atlantic City of various ways in 
which they can increase their premium 
income by the use of advertising which 
features the agent's name, rather than the 
name of any particular company. His 
talk, which was heard with deep interest 
by the New Jersey agents, follows in full: 
“The theory of insurance agency ad- 
yertising under discussion is based on a 
complete recognition of the true spirit of 
the American Agency System. In this 
recognition we must agree that the busi- 
ness an insurance agent controls is his 
very own. We cannot deny that it is 
the privilege of the insurance agent to 
give his business to any company he may 
elat to favor. True, the agent is the 
accredited representative of the compa- 
nies in his office, but this is first by 
grace of the agent and then by that 
of the company. The company provides 
the indemnity, but the agent provides 
the business. Each company wants as 
much of that business, provided it is ac- 
ceptable, as it can get. 

It is my experience that the company 
that gives its agents the best service is 
the one that is likely to get a major 
share of his business. It is my job to 
discuss service from the angle of ad- 
vertising. 

What Good Is Agency Advertising? 


Let us begin by a consideration of 
agency advertising as a whole. First, is 
it helpful in building an agent’s business ? 
To my mind, judicious advertising should 
be a very important part of every pro- 
gressive agent’s business building routine. 
But right here let me emphasize that 
there is no type or form of advertising 
that will take the place of personal so- 
licitation. Good advertising will pave the 
way, invite inquiries, and thus make 
solicitation more productive. 

Recently I met an agent who said to 
me that his town was a small one and 
he knew everybody personally. What 
good was advertising to him, he asked. 
I said to him if there was another agent 
in town he had better start advertising 
before the other fellow got ahead of him, 
but if he was the only agent in town 
he should thank Jehovah for his good 
fortune and then advertise his business 
to the children, for the chances are by 
the time they grow up and start buy- 
ing insurance there may be other agen- 
cies in town, 

No agent is satisfied with his present 
Premium volume. Progress calls for con- 
tinuous effort to secure more clients and 
to obtain more business from the clients 
he now has, 

Every daily report in the agent’s file 
represents a possible prospect for more 
business, Perhaps you have his fire in- 
surance and his automobile insurance. 
But have you tried to sell Windstorm, 
Rent Insurance, Explosion, Burglary, or 
the hundred-and-one Inland Marine cov- 
ers. How can you know whether or not 
your present clients would be interested 
im one or more of these covers unless 
you acquaint them with what you have 
to offer? Millions of people are buying 
such insurance, and advertising has done 
much to popularize covers that a few 
years ago were hardly known. For ex- 


ample, Windstorm Insurance, which to- 
day is one of the more important covers. 


Use Advertising Matter Constantly 


Let your clients and prospects know 
what they can get in the way of insur- 
ance protection. 


Keep telling them by 


using the advertising matter and plans 
provided by your companies. Advertis- 
ing in unopened bundles in the agent’s 
store room can no more work for the 
agent than can the best salesman in the 
world if he is in exile. 

Advertising furnished or suggested by 
companies is somewhat like the pair of 
twins brought by the stork to the Jones 
family. Mrs. Jones knows the twins are 
his, and Mr. Jones hopes they are. In- 
surance company advertising managers 
know their advertising is good. Agents 
hope it is. The best way to find out is 
to use it constantly. Don’t let a piece 
of mail go out of your office without 
some sort of an advertising enclosure. 
This plan calls merely for the effort. It 
should cost nothing, and it might bring 
valuable inquiries. Change your adver- 
tising frequently. One month a blotter— 
next month a circular on, say, rent 
insurance—the following month some- 
thing on explosion, etc. 

Right now is an excellent time to stress 
riot and civil commotion insurance when 
contacting your business clients. 

This advertising—these silent  sales- 
men—work quietly. Possibly much of it 
does go into the waste basket, but not 
usually until a message has been impart- 
ed in some degree to the mind of the 
recipient. 

Now let us consider the various forms 
of advertising that may be used to help 
build an agent’s business. 


Local Newspapers 


First, local newspapers. Not long ago 
an agent asked me if I thought that di- 
rect by mail advertising was better than 
newspaper advertising. Except in spe- 
cific instances, no one form of advertis- 
ing can be termed better than others. 
Each form of advertising has a function 
to perform. It’s like an arch of stone. 
The stones of advertising are neces- 
sary to support the keystone of agents’ 
personal solicitation. 

The local newspaper is valuable, first, 
as a daily reminder of you and your bus- 
iness. It is of particular value directly 
after a local disaster such as a bad fire, 
windstorm, explosion, falling aircraft or 
the like. For it enables you to get over 
an insurance message to the people of 
your town or city the very morning after 
the disaster. A timely ad is usually a 
profitable one and should prove of im- 


méasurable benefit to the agent in secur- 
ing new business and new clients. 

In using a newspaper consideration 
should be given to its circulation. Does 
it go to the people you want to sell? Is 
it widely read? 

I might digress here to remind you that 
in the last two years all the advertising 
of the National Board of Fire Under- 
writers in magazines or elsewhere has re- 
ferred to the local agencies of stock fire 
insurance companies, and one advertise- 
ment in particular was almost wholly de- 
voted to pointing out the service of the 
local agent and its value. 

I made a short survey not long ago 
among property owners in the suburb in 
which I live. I asked just one question. 
It was this: “What company carries 
your fire insurance?” I blush to tell the 
result, but I will say that they all knew 
who their agent was. That speaks vol- 
umes, does it not? Therefore the agent 
should advertise his agency. 


Direct by Mail Advertising 


Now the next form of advertising to 
consider is direct by mail advertising. In 
this department may be placed mail en- 
closures of which I spoke a while back. 
In addition, every agent should build him- 
self a live mailing list. This list should 
comprise, first, his clients (dig for gold 
where gold has already been found), and 
then selected prospects. 

A prominent agent in Westchester has 
his mailing lists arranged in the form 
of a visible card index. On each card is 
a series of boxes each labeled with a 
form of insurance. Analysis has been 
made of each client and prospect with a 
view of determining the covers in which 
he might be interested. The boxes are 
checked accordingly. Needless to say, 
this affords an invaluable record for both 
personal and mail solicitation. 

There are many forms of advertising 
which have proved effective in direct-by- 
mail work. Your companies are provid- 
ing excellent material almost constantly. 
Circular letters, advertising leaflets and 
folders, mailing folders, blotters, ticklers, 
etc., are all effective if properly handled 
and mailed with consistent regularity. 
And that is important. If you start a 
direct-by-mai! campaign keep it up, and 
keep it breezy, interesting and helpful. 
Don’t expect immediate replies or phone 
calls, but rather plan a campaign for a 
period—say six months to a year. Then 
determine after that if it has helped your 
business. The degree of success attained 
will be commensurate with how conscien- 
tiously the campaign was planned and 
carried out and followed up by direct 
personal solicitation. Procrastination is 
the guillotine of most advertising efforts. 

I am a strong believer in direct-by-mail 
advertising. Unfortunately many thou- 
sands of dollars are wasted each year by 
poorly planned and ineffective material, 
but despite this I believe it is the most 





Second Mortgagee’s Lien on Property 


Superior to That of Insurance Company 


A fire policy of the Mutual Fire of 
Hartford County, Md., on a farm and 
farm buildings contained a mortgagee 
clause providing that no act or neglect 
of the mortgagor should invalidate the 
interest of the mortgagee, and that the 
insurance company should be subrogated 
to the rights of the mortgagee on pay- 
ment of the loss. 

A first mortgage for $7,500 and a sec- 
ond mortgage for $4,500 covered the 
property. The house, insured for $6,000, 
the barn for $3,000 and the granary for 
$400, were totally destroyed by fire. 
Actual value was fixed by arbitration at 
an amount which, after deducting $7,011 
paid by the company to the first mort- 
gagee, allowed $800 to the second mort- 
gagee. The insurance company obtained 
from the first mortgagee an assignment 
of the first mortgage and tendered the 
second mortgagee $800 in full settlement. 





This was refused, the second mortgagee 
contending that the company’s claim un- 
der its right of subrogation was second 
or inferior to the second mortgage, which 
as between the company and the second 
mortgagee became in effect a first mort- 
gage on the property. 

The Maryland Court of Appeals, Mu- 
tual Fire of Hartford County v. Dilworth 
173 Atl. 22, sustained the second mort- 
gagee’s claim, and held that the com- 
pany, upon payment of the first mort- 
gage, was subrogated to the rights of 
the first mortgagee as against the mort- 
gagor or owner, but not as against the 
second mortgagee, whose mortgage be- 
came a first lien. 

The court followed the reasoning of 
the New York case of Perretta v. St. 
Paul Fire & Marine, 106 Misc. 91, 174 
U.T.S. 131, affirmed 188 App. Div. 983, 
the only decision found wherein the pre- 
cise question has been passed upon. 


powerful form of business building ad- 
vertising if intelligently handled. A 
Stradivarius sounds terrible in the hands 
of an amateur. 

Window Displays 

Now let us devote a few moments to 
window displays. If you have a main 
floor location with display windows, you 
overlook a very powerful business build- 
e1 if you don’t dress up that window fre- 
quently. Especially if you are located in 
a section of more or less heavy pedes- 
trian traffic. Your companies are always 
ready and eager to supply the ideas and 
often the material for effective window 
displays on various covers. Let your dis- 
play window reflect the progressiveness 
of your agency. 

Seasonable displays are readily ar- 
ranged. For example, with the approach 
of winter a display on personal fur in- 
surance would be timely. 

Go to a furrier in your town. Ask him 
to loan you a fur piece or two. If you 
will place a card in the window stating 
that the furs were loaned by John Doe, 
the furrier, high grade furs, and his ad- 
dress, Mr. Doe will feel amply repaid, in 
advertising, for the loan. Around these 
fur pieces can be arranged an effective 
display on personal fur insurance. The 
advertising managers of your companies 
are always glad to suggest such arrange- 
ments. 

We come now to miscellaneous forms 
of advertising. The desk blotter, bridge 
score, scratch pad, household inventory, 
record of insurance book, novelties, etc. 
The desk blotter is an effective form of 
advertising, especially to business pros- 
pects. Unfortunately, however, it is also 
an expensive form, and companies have 
been forced to materially curtail their 
distribution. 

Bridge score pads, scratch pads, nov- 
elties and the like are all good advertis- 
ing mediums if properly distributed. 
There is bound to be some waste distri- 
bution, however, no matter how careful 
you are. But this is true of other forms 
of advertising as well. 

Household Inventories 

The household inventory serves as an 
excellent entree. A circular letter offer- 
ing one free should bring inquiries. Then 
instead of mailing them, deliver them 
personally and offer to help make the in- 
ventory. This has worked very well in 
some instances. 

A “Record of Insurance” book may be 
handled in much the same manner with 
business houses. A letter offering a copy 
free can be mailed to a selected risk and 
replies handled by personal call. 

Now as to agent’s imprint on advertis- 
ing matter supplied by companies. The 
agent solicits the business, the agent ob- 
tains the business, the agent places the 
business obtained with the company of 
his choosing. It is our belief, therefore, 
that the agent’s imprint is of first impor- 
tance, the company’s imprint secondary. 
Provide an agent with advertising matter 
he will use. If it helps get business for 
the agent the company supplying the 
material can feel reasonably assured that 
it will be favored with the business in 
turn. An agent will use material that 
advertises his agency. I have here a few 
concrete examples of advertising which 
agents seem to like. 





UNDERWRITERS GOLF MEET 


The Fall tournament of the Under- 
writers Golf Association will be held at 
the Wheatley Hills Golf Club, East Wil- 
liston, Long Island, on Thursday, Sep- 
tember 27. Six different events have 
been arranged. There will be a thirty- 
six-hole medal play handicap for the all- 
day participants. For those playing only 
in the afternoon, there are four events, 
as follows: eighteen-hole medal play 
handicap, eighteen-hole medal play gross 
score, eighteen-hole medal play kickers’ 
handicap and an eighteen-hole best ball 
foursome. The best net individual score, 
morning or afternoon, will win its maker 
a leg on the championship cup. Luncheon 
and dinner will be served and the annual 
nieeting will be held following the 
dinner. 
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Building and Full Sea 
Risks of New Cunarder 


INSURANCE HISTORY OUTLINED 





Huge Liner Will Be Launched on Sept. 
26 at Glasgow; Government 
Continues Its Aid 





On September 26 the new Cunard liner 
will be launched at Glasgow with Queen 
Mary christening the giant vessel, now 
known only as “534.” In this connection 
the Marine Underwriter, the publication 
of the International Union of Marine In- 
surance which will hold its meeting in 
London at the time of the launching, car- 
ries a description of the marine insurance 
on this ship. The article is written by 
D. King-Page, insurance editor of the 
Liverpool Journal of Commerce. By act 
of Parliament the government has par- 
ticipated in the building risk to the ex- 
tent that insurance could not be placed 
in the private markets of the world. Ex- 
tracts from this article follow: 

The paragraph in the schedule in which 
the risks to be covered are stated is rath- 
er interesting. It reads: 

“‘Construction risks’ means the risks 
which would be covered by an ordinary 
Lloyd’s policy subject to the Institute 
Clauses for builders’ risks and other 
clauses set forth in the pro forma policy 
identified by the signatures of the solici- 
tors to the Board of Trade and the com- 
pany.” The juxta-position of the refer- 
euce to a Lloyd’s policy and the Institute 
builders’ risks clauses should be noted 
in view of what has been written with 
regard to the failure to consult the Insti- 
tute of London Underwriters in connec- 
tion with the risk. 

Gross Premium Rate 

The fourth paragraph of the schedule 
sets forth the gross rate of premium as 
being “one and a half per centum for a 
period of three years and in the event of 
the vessel not being delivered to and ac- 
cepted by the company within three years 
from the laying of the keel of an addi- 
tional sixpence per centum per month 
for each month or part thereof beyond 
the said three years until her delivery 
and acceptance.” 

The building risk insurances were 
placed in the market in March, 1931, and 
the commencing date was post-dated to 
March 1 that year to bring the policy 
into line with the approximate date of 
the laying of the keel, so that the pro- 
visions of the Institute building risks 
clauses were complied with. The insur- 
ance was effected in accordance with the 
terms of those clauses, of which the main 
features are that risk commences with 
the laying of the keel; that the full con- 
tract price shall be the insured value and 
that the policy shall be in force for the 
full amount insured during the whole of 
its currency. The transaction was a tri- 
umph in many ways, despite the unfavor- 
able circumstances created by the error 
of judgment on the part of the Board of 
Trade in connection with the preliminary 
negotiations. 


Insured Value £4,500,000 


The total amount covered in the open 
market was £2,700,000 out of an insured 
value of £4,500,000, leaving £1,800,000 to 
be covered by the government in accord- 
ance with the Cunard (Insurance) Agree- 
ment Act, and it may be remarked, in 
parentheses, that at a later time this 
amount was reinsured by the government 
in the open market at a nominal premium 
under a guarantee, in order that machin- 
ery inight be created for the settlement 
of any claims or the adjustment of 





any matters that might subsequently 
arise. Actually, under this reinsurance, 
the government still remained the insur- 
ers for their proportion of the risk, the 
reinsuring underwriters merely acting as 
a convenience. 

As is now 
Cunarder was 


well known, work on the 
stopped in December, 
1931, and was not resumed until early 
this year. By that time the original 
period of three years had elapsed and at 
first it was thought that the risk would 
be allowed to continue under the pro- 
visions of the policy (and the Act) at the 
continuation rate of 6d.% per month. 
Later, however, a slight readjustment of 
the terms was agreed by underwriters in 
the open market and it is assumed that 
this readjustment will be accepted by the 
Government so far as the State’s share 
in the risk is concerned. 


The Full Sea Risk 


Sooner or later the market will have 
to consider the full sea risk and here 
again the provisions of the Cunard (In- 
surance) Agreement Act have an impor- 
tant bearing. The full sea risk is dealt 
with in Section 2 of the Schedule of the 
act. 

The first paragraph is to the effect that 
if the Cunard company at any time shall 
be unable to place in the open market 
insurances against ordinary marine risks 
on the vessel, sufficient to cover her value 
at reasonable rates, the Board of Trade 
shall give effective insurance in a sum 
not exceeding the balance of the value 
remaining uncovered on the same terms 
and conditions as the corresponding in- 
surances placed in the open market. 

The value for such insurances shall be 
such sum.as may be agreed from time 
to time between the Cunard company 
and Lloyd’s underwriters and insurance 
companies representing the open market. 
The total insurances to be placed shall 
be either “All Risks” or “Total Loss 
Only” or shall be distributed between the 
two kinds of insurance in such propor- 
tion as may be agreed. 

“All Risks” is defined as the terms and 
conditions of an ordinary Lloyd’s pol- 
icy subject to the Cunard “all risks” 
clause with such modifications as may be 
from time to time agreed. “Total loss 
only” is defined as the terms and condi- 
tions of an ordinary Lloyd’s policy sub- 
ject to the Cunard freight and disburse- 
ments and excess value clauses with such 
modifications as may from time to time 
be agreed. 

The paragraph with regard to the fix- 
ing of the premium is very detailed and 
it may be recalled that the government 
is empowered, under the act, to accept 
the excess of the amount which can be 
placed in the open market at “reasonable 
rates.” 


British Specifications 
For Fusion-Welding 


While the issue recently of Lloyd’s 
Register of Shipping containing specifi- 
cation for fusion-welded pressure vessels 
cannot, regarded from the international 
standpoint, be looked upon as a pioneer- 
ing effort, it is, nevertheless, the first 
important insurance body in the United 
Kingdom to take so progressive a step. 

For some time fusion-welding has-been 
accepted in America for pressure vessels 
to carry high steam pressures, the Amer- 
ican Navy having a number of cruisers 
with electrically welded boiler drums, and 
a large number of high-pressure vessels 
with welded seams being in commercial 
service in America and Continental 
Europe. The issue of Lloyd’s require- 
ments marks an important stage of ad- 
vance in the official acceptance of fusion- 
welding technique in Britain. 





Morro Castle 


(Continued from Page 1) 


pean countries. For nearly a year, Mr. 

McComb has been working on the for- 
mation of a marine section to the Na- 
tional Fire Protection Association. 

Although the Morro Castle was 
equipped with both audible and visual 
automatic fire detecting systems covering 
the passenger and cargo sections of the 
ship these did not operate to prevent 
the rapid spread of fire. The Ward Line 
had taken full precaution to guard 
against fire and why the blaze got out 
of control has not been settled definitely. 
Whatever happened, marine underwriters 
feel that once fire gets a grip on a liner 
furnished with all sorts of luxurious but 
highly inflammable equipment for the 
comfort of passengers, the chances of 
successfully extinguishing the flames are 
reduced drastically. 

Fire Controls on New Cunard Liner 

Precautions against fire have been car- 
ried to the last degree of perfection in 
the new Cunard-White Star liner now 
under construction on the Clyde in an 
effort to regain for Britain the Blue 
Riband of the Atlantic. Every cabin and 
other compartment in the ship will have 
its own automatic fire alarm, which 
sounds on the bridge. 

Other safety devices include an appa- 
ratus for submarine signaling, echo and 
beam depth sounding and direction find- 
ing. The navigating bridge will be 
equipped with two infra-red “fog cam- 
eras” which will give the captain and his 
officers a clear view in any direction in 
the thickest weather. 

As a further measure of safety there 
will be a radio staff of eighteen oper- 
ators, maintaining a day and night ser- 
vice, including radio telephony and ship- 
to-shore telephony. 

Detectors Lacking in Public Rooms 

According to the New York Herald 
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Tribune the public rooms of the Mor 
Castle lacked fire detectors although the 
ship generally was fully protected aeniag 
~ 1. ns : st 
fires. The Herald Tribune said in Dart: 

The fire-detecting and fire-extinguish 
ing system aboard the Morro Castle po 
vided for almost every type of fire emer. 
gency except the one that actually ‘ie. 
curred, a sudden and fast-spreading fir, 
in one of the public rooms, the descrip. 
tion of her installation shows. i 

In all staterooms were installed ther. 
mostatic fire detectors, which as soon as 
the temperature of the room rose 
markedly above normal would sound an 
alarm gong on the bridge and indicate 
by the lighting of a red light the loca. 
tion of the fire. In the cargo holds q 
system of suction pipes would convey to 
the bridge any smoke that appeared, and 
a light would indicate not only the pres- 
ence of the smoke but the hold from 
which it came. 

The same pipes that carry the smoke 
to the bridge are used for extinguishing 
fire by releasing tanks of compressed 
carbon dioxide through them into the 
hold. This system, however, is never jn- 
stalled in staterooms. 

W. L. Freygang, of Walter Kidde & 
Co., 140 Cedar Street, the firm which 
manufactures all three systems and jn- 
stalled them aboard the Morro Castle 
said that they provided more protection 
than is required by law. The law, how- 
ever, does not require detecting systems 
to be installed in the public rooms of 
ships, on the supposition that any fire 
there would be discovered in time to pre- 
vent its making any serious headway. 

He said that the carbon dioxide sys- 
tem, even if it did not extinguish a fire 
completely, would smother the flames and 
enable men with hose to approach close 
enough to put out the embers. 

Asked about the cfficiency of these de- 
vices, Mr. Freygang said that they were 
infallible for the purposes for which they 
were designed. The writing room, in 
which the fire started, was not pro- 
vided with a detector, and when the fire 
reached the cabins the thermostats there 
gave the alarm; but by then the super- 
structure was all aflame. 


WOULD LIMIT WAR RISKS 

A change in the war risk cover is be- 
ing discussed in the London marine mar- 
ket. It is realized that a future war will 
be largely conducted in the air and re- 
cent manoeuvres in various countries 
have shown that air attacks cannot be 
repulsed before great damage has been 
done by the enemy. It is further real- 
ized that quick raids on large shipping 
centers will be the first steps in future 
warfare, and that in such raids enormous 
values may be destroyed. It is, there- 
fore, suggested that the war risk cover 
be in force only as long as a vessel is on 
the high seas and ceases the moment 4 
harbor is reached. If enemy aircraft 
should reach a harbor like Liverpool, 
Hamburg or New York, for instance, 
losses might be huge. 


A. W. FOLLANSBEE, JR., DEAD 


A. W. Follansbee, Jr., former marine 
secretary of the Fireman’s Fund, died at 
his home in San Francisco last Friday 
following an apoplectic stroke. He was 
60 years of age and was with the com- 
pany from 1891 to 1932 when he retired 
at the conclusion of forty years’ service 
in accordance with the companys ft 
tirement plan. Mr. Follansbee was ma 
rine secretary from 1911 until his re 
tirement. 





DELAY IN SOVIET PORTS 

One of the chief drawbacks of Soviet 
ports is the slowness of longshoreme?, 
who take from two to three times as long 
to load and unload vessels as is required 
normally in other ports. A vessel afriv- 
ing in Leningrad, for instance, the largest 
and best equipped Russian port, has. t 
wait five and more hours before uf 
loading even begins. 
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CASUALTY AND SURETY 














Ae aN Ro cme 


Agents Seek Ways to Broaden 
Market for Compensation Risks 


Declare New Jersey Business Is Profitable for Companies and 
Restrictions Not Justified; Babbage Asks Co-operation of 
Agents in Underwriting Risks; Lawrence Finds Many 

Lines Misclassified 


Neither insurance on dwelling risks 
fnanced by the Home Owners’ Loan Cor- 
poration nor unfair competitive practices 
in fre and casualty underwriting but 
associated with 


underwriting 


rather the problems 
workmen’s 
held the spotlight at the annual meeting 
of the New Jersey Association of Under- 
writers at the Hotel Ambassador in At- 
lantic City last Friday and Saturday. New 
Jersey local agents are convinced that as 


compensation 


far as their state is concerned workmen’s 
compensation is profitable for the insur- 
ance companies and they are vigorously 
opposed to companies restricting or elimi- 
nating altogether their compensation 
business. Likewise the New Jersey agents 
are out to fight to the last ditch against 
the passage of any bill in the state legis- 
lature creating either a competitive or 
monopolistic state fund. 


While the rainy weather unquestion- 
ably held down the attendance at this 
convention there were close to 100 agents 
and company representatives present at 
the business session Saturday morning. 
Around thirty attended the preliminary 
informal conference Friday afternoon 
when compensation insurance and local 
board activities were discussed with Her- 
bert A. Faunce of Atlantic City as leader. 


William G. Hurtzig of Morristown, re- 
tiring president, first brought up the sub- 
ject of workmen’s compensation in his 
— report to the association when he 
said: 


Companies Holding Back 


“In many ways definite trends seem 
lacking; in others they are quite patent 
as in the case of workmen’s compensa- 
tion which unfortunately seems an ana- 
thema to casualty companies. Many are 
refusing to write this line at all; others 
are writing it only when the amount of 
collateral casualty lines is sufficiently 
large to warrant assisting the agent by 
taking care of his compensation business. 

“Evidently those companies which 
some time ago showed their willingness 
to help the agents with this problem 
and developed a service plant for the 
Purpose of bettering the compensation 
loss ratio had the right idea for almost 
without exception those are the compa- 
tes which today are writing compensa- 
tion, and in many agencies in this state 
at least making money on it. The in- 
creasing difficulty encountered in placing 
this troublesome line will certainly soon 
tall for action of a nature which will 
more readily permit of enforcement of 
the compulsory feature of our workmen’s 
compensation insurance law. 

“ . 

_ “Experience is becoming really alarm- 
ing in what is commonly known as O. L. 
& T, insurance. This is largely due to 
the activity of a certain type of lawyer 
(and not always are they of the calibre 
that would admit of ambulance chasing), 
who being denied the formerly large field 
created by the injured workmen cases at 
‘ommon law, have turned their talents 





toward the property owner and indicated 
to every injured person they can find 
that suit should be started as it won’t 
cost the client anything unless success- 
ful and then the lawyer will take a per- 
centage (usually considerable) of the 
amount recovered. 

“However, such being the case and we 
all being cognizant of it we are com- 
pelled to do everything in our power to 
keep this business profitable or who 
knows but what we will soon find com- 
panies unwilling to write this form of 
protection not only in a few sections as 
is now the case but throughout the state 
generally. It would therefore seem that 
co-operation in the work of the compa- 
nies in endeavoring to reduce accidents 
and eliminate their causes is to be a nec- 
essary part of an agent’s work. This 
condition together with the unfortunate 
compensation insurance problem so evi- 
dent to us all indicates the need of full 
realization of our duty as agents to keep 
down the O. L. & T. loss ratios. I be- 
lieve it behooves us to husband this line 
before it also becomes troublesome.” 

In presenting his report as national 
councillor Frederick Hickmann of At- 
lantic City touched on the workmen’s 
compensation situation. He doesn’t be- 
lieve that further rate revisions are need- 
ed. Rather local agents must so under- 
write their compensation business that it 
will be profitable for the companies. 
Then there will be ample markets for 
these risks. He also said the problem 
should be tackled on a state rather than 
nation-wide basis as conditions and loss 
ratios vary greatly in different parts of 
the country. 


Babbage Asks Co-operation of Agents 


E. H. Babbage, vice-president of the 
Bankers’ Indemnity of Newark, was the 
next to speak on workmen’s compensa- 
tion, presenting the company viewpoint. 
He said that Bureau companies which 
are still writing compensation are forced 
to accept a volume out of proportion to 
other lines of insurance placed with them 
by the agents, due to the actions of many 
companies withdrawing from the market. 
From the standpoint of the company he 
believes a home office underwriter is 
justified in asking agents for profitable 
collateral lines along with the compensa- 
tion business. He pointed out that in New 
Jersey last year the Bureau companies 
wrote over $5,000,000 in compensation 
premiums and about $8,000,000 in auto- 
mobile liability whereas the non-Bureau 
companies received the same volume of 
automobile premiums but accepted only 
slightly over $3,000,000 on compensation 
risks. 

In New Jersey the compensation loss 
ratio last year was around 60% com- 
pared with over 72% for the nation as 
a whole. However, the expense ratio 
was 47% and Mr. Babbage told the 
agents that a decreased volume in New 
Jersey would not reduce the expense 
ratio, the companies having cut their op- 
crating expenses as far as possible. He 
also said that medical costs‘ constituted 
a serious problem and that the compa- 
nies were faced during the depression 
with the necessity of paying full com- 
pensation to part-time workers. 
(Continued on Page 36) 
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F. & D. Promotions 


The Fidelity & Deposit this week made 
the following promotions among mem- 
bers of its field personnel: 

G. W. Crist, Jr., formerly manager at 
Memphis, becomes manager of the New 
York branch, which is under the active 
direction of Vice-President Walter H. 
Duff. He will be succeeded in Memphis 
by M. S. Tanner, formerly Syracuse 
manager. 

Ashby C. Taylor, for the last few years 
manager of the F. & D. southeastern 
branch in Atlanta, has been promoted to 
assistant manager of the home office 
agency department. He will be succeeded 
in Atlanta by George E. Charlan, for- 
merly special representative of the New- 
ark branch. 

C. E. Megargel, formerly assistant 
manager at Indianapolis, has been pro- 
moted to managership of the central 
New York branch at Syracuse. 

Guy C. Cosway, formerly burglary and 
plate glass manager of the F. & D. San 
Francisco branch, has been transferred 
to the home office as special agency rep- 
resentative. 

The present personnel of the F. & D.’s 
agency department, which is under the 
supervision of D. Claude Handy, execu- 
tive vice-president, is as follows: Herbert 
L. Dunn, vice-president and manager; E. 
Milton Smith, assistant manager; Ash- 
by C. Taylor, assistant manager; Guy C. 
Cosway, special representative. 





BERMUDA PROGRAM COMPLETED 





Col. H. B. Chamberlain of Chicago and 
Commissioners Van Schaick and G. W. 
Brown To Be Among Speakers 

Col. Henry D. Chamberlain, managing 
director, Chicago Crime Commission, who 
has had an outstanding record as a news- 
paper man in Chicago, has been added 
to the program of the Bermuda joint 
casualty convention, October 10 to 14. 
Col. Barrett will talk about crime preven- 
tion and how the work of his commission 
benefits all insurance. 

Two insurance commissioners—George 
S. Van Schaick of New York and Gar- 
field W. Brown of Indiana—are also 
scheduled for formal talks. 

The business sessions will occupy the 
morning and afternoon of Thursday, Oc- 
tober 11, on board the S. S. Queen of 
Bermuda with the annual round table 
discussion of the National Association of 
Casualty & Surety Agents being sched- 
uled for that evening, President J. R. 
Millikan of Cincinnati presiding. 





G. L. RADCLIFFE NOMINATED 

George L. Radcliffe, Fidelity & De- 
posit, won the Maryland Democratic 
nomination for United States Senator on 
Wednesday. 





RICHARDSON BACK 
Frederick Richardson, United States 
manager, General Accident, returned yes- 
terday from abroad. 


MORRO CASTLE VICTIM 





Alexander McArthur, Globe Indemnity, 
Reported Dead in Sea Tragedy; Miss 
Alma Hill, Royal Indemnity, Saved 
Among the victims reported in the 

Morro Castle tragedy is Alexander Mc- 

Arthur, Globe Indemnity special repre- 

sentative in Philadelphia, who has been 

definitely identified as dead. He had been 
with the company since March, having 
previously been with the Penn General 

Casualty as vice-president and secretary. 

Prior to that connection and for twenty- 

three years he was with the Maryland 

Casualty. 

Mr. McArthur was accompanied by his 
wife who is reported as saved. They 
have two children who were not, how- 
ever, with them on the trip. 

Miss Alma Hill, employed by the Royal 
Indemnity in Philadelphia, was reported 
saved. She was returning from a two 
weeks’ vacation in Cuba and the Carib- 
bean. 

Among those who did rescue work was 
David G. Fenelon, Hooper-Holmes sales 
department supervisor, who was attend- 
ing the American Legion state conven- 
tion at Belmar, N. J., when the call for 
help went out. Hundreds of Legion mem- 
bers responded and did their bit in car- 
rying stretchers, water, and survivors to 
temporary hospitals. 





HOEY & ELLISON HOSTS 





N. Y. Surety Men Given Opportunity to 
Meet Contractors on Grand 
Coulee Dam Project 

So as to give surety underwriters in- 
terested in the Grand Coulee dam project 
an opportunity to meet the contractors 
(all of whom are East this week) Hoey 
& Ellison, New York insurance agents 
on the bond, gave a dinner Wednesday 
night attended by about 100. Held in the 
American Music Hall, a former church 
where the performance of “The Drunk- 
ard” is now being given nightly, gave the 
party a distinctive flavor. 

The Grand Coulee project is viewed as 
a larger undertaking than the Boulder 
Dam (estimated cost nearly $400,000,000), 
and final bond of $5,000,000 will be re- 
quired. About twenty-two surety com- 
panies are participating with the Massa- 
chusetts Bonding as originating company 





F. W. BENDER’S NEW POST 

Fred W. Bender has joined the Bank- 
ers Indemnity as home office automobile 
superintendent. Twenty-eight years in 
the business, he has been successively 
associated with Rathbone & Son, Inc., 
New York brokers; Globe Indemnity in 
both metropolitan and home offices, and 
Consolidated Indemnity as vice-president 
and casualty manager. 


N. J. CASUALTY LUNCHEON 
The Casualty Underwriters Association 
of New Jersey, E. H. Babbage, president, 
will hold its first luncheon meeting of the 
fall season next Wednesday at the New- 
ark Athletic Club. 
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International Claim 


Association Meeting 





Present Claim Psychology In A. & H. 
Disturbing to Dr. Harry W. Dingman 


Continental Casualty V.-P. Says Depression and Unemploy- 
ment Have So Changed Mental Attitudes that Claimants 
Are Using Insurance as Substitutes for Lost Earnings 


Claim psychology was treated in ex- 
pert fashion by Dr. Harry W. Dingman, 
vice-president, Continental Casualty and 
Continental Assurance, in addressing the 
annual convention this week of the In- 
ternational Claim Association at White 
Sulphur Springs. He noted that the pres- 
ent day trend seems to be that a minor- 
ity group of people are buying accident 
and health insurance with something else 
than protection in mind. Disability poli- 
cies, for example, are being used as sub- 
stitutes for earnings lost in unemploy- 
ment. 

This trend is disturbing, said the 
speaker, because “we do not sell insur- 
ance for vacations or unemployment or 
pensions as some of our claimants ap- 
pear to think we do but to protect the 
economic value of the individual in 
event of disability.” For this reason Dr. 
Dingman pointed out the important job 
before underwriters and claim men in 
sizing up the client’s attitude of mind 
when the app is signed, when the claim 
might ordinarily be expected to termi- 
nate. Going further into detail the 
speaker said: 


U. S. Public Health Survey 


“To a certain proportion of our policy- 
holders something is bound to happen to 
cause an unexpected disablement. Ac- 
cording to a survey of 39,000 persons ob- 
served for an entire year by the United 
States Public Health Service in eighteen 
states, 85% complained of something, 
sometime within the year, 68% consulted 
a doctor, 52% were absent a day or 
more from work or school, 44% were 
bed-confined. This experience covered 
all ages, and most of the sexes whether 
employed or not. 

“Disability insurance is chiefly con- 
cerned, of course, with employed persons. 
United States Public Health figures are 
available on that too, figures on the num- 
ber of disabilities that exceed one week 
in groups of male industrial employes 
who numbered about 175 thousand per 
year for six years. In an average group 
of 1,000, 102 of them were disabled, 
ninety by sickness, twelve by injury. Of 
the sicknesses, forty were respiratory, 
fifty were other things. Of the fifty 
other things, fourteen were digestive 
troubles, seven were heart and circula- 
tory, six were rheumatic, four were bone 
and joint and muscle troubles, three and 
one-half were skin, three and one-half 
were infectious diseases. In these 102 
disablements per 1,000 employed persons, 
almost two and one-half were neuralgia 
and another two and one-half were 
nervous troubles. Weak eyes laid up one 
of the 1,000. Less than one per 1,000 
were disabled with Bright’s disease, but 
2.2 had other kidney trouble of some 
sort or other. 

“Industry may be willing to pay for 
102 disabilities per 1,000 workers, the 
cost necessarily being passed on to the 
public. Insurance is willing to indem- 
nify for whatever portion of the 102 may 
reasonably be considered unexpected and 
if a cardiac cripple gets on our books 
later giving us a claim for heart trouble, 
and an unstable nervous person gets our 
policy later giving us a claim for neuras- 
thenia, the excess cost is not passed on 
to the public but to our other policy- 
holders. We are glad to pay claim 
money for what we sell, but it is every 
day experience that our clients are ask- 
ing us to pay for other things. 


“Unemployment is one thing. In days 





of economic stress conscience strains 
easily. A hungry person will do things 
that he never would do otherwise. Our 
business is too widespread for us to es- 
cape hungry claimants when ten million 
are unemployed in a normally employed 
population of forty-five million. As a 
consequence our accident and health 
policies are being used as substitutes for 
earnings lost in unemployment. 
“Pension claims are closely analogous 
to unemployment claims. When an in- 
dividual reaches that stage in his life 
when he fears that he will shortly be- 
come unemployed because of old age, he 
oftentimes endeavors to scramble under 
insurance cover. If only he can regard 


himself as too nervous or physically dis- 
abled to work, he can have a regular in- 
come from the insurance company. 


Not an Antidote for Worry 


“Prevention of illness is another abuse 
of our policies. Laudable though it is to 
prevent disability, insurance has no func- 
tion in paying for this prophylaxis. It 
is no uncommon story for a person to 
be so worried that he does not sleep 
well, does not eat well, does not feel 
so peppy. So he sees his doctor who 
tells him he will have a nervous break- 
down if he does not go to Canada or 
Florida or Europe or somewhere. If he 
does go to Canada or Florida or Europe 
or somewhere he may present a claim. 
In which event sympathize we may but 
pay we should not. Disability insurance 
is not intended to be an antidote for 
worry. Indemnity is payable for dis- 
ability, not for prevention of disable- 
ment. 

“Alibi insurance is yet another debase- 
ment of accident and health policies by 
many, many too many, of our claim- 
ants. Because of economic times or in- 
ability to keep up with the procession 
an individual may find himself embar- 


rassed in his occupational life. He mg 
feel embarrassed in his social envieen, 
ment. Not a few times he is embarrasse4 
in his home where he has played the Part 
convincingly, of lord and master for ohi 
so many years. So when he fails or 
falters in the several spheres he lives jn 
his vanity is deeply wounded. His pride 
becomes greatly assuaged if he can show 
an apparent reason to explain his defeat 
An indemnity check becomes a perfec 
alibi. It is a certificate from the ingyr. 
ance company that he has a physical jp. 
capacity. Ah! if he only had his health!” 

Dr. Dingman noted that an individual 
who is solicited for accident and health 
insurance is somewhat indifferent if he 
is full of vim and vigor and vitamin A 
He is understandably interested if he js 
frail and sickly. “It does not take long 
to figure out,” he said, “who is the like. 
lier prospect, who the easier to sign up, 
He applies because he sees more than 
an off chance of collecting. He is one 
type of applicant. 

“Yet another type is he who buys with 
conniving intent. I have had non-can 
policyholders say to me, ‘Well if worst 


(Continued on Page 36) 














AMERICAN SURETY COMPANY 
of New York 


(Organized 1890) 


@ IN THE PAST FIVE YEARS 
surety companies have written $216,645,151 in Fidelity pre- 
miums, and have paid $108,550,251 in losses under Fidelity 
Bonds. It is estimated that the latter figure represents but 
10% of the total loss by dishonesty sustained by business 


throughout the country. 


to serve. 








@ IN PLACING his 
Fidelity Bonds, an agent should select a company that by 
reason of long experience and financial standing is best quali- 
fied to furnish the form of coverage suited to the clients’ needs. 


@ WE SOLICIT an opportunity 


NEW YORK CASUALTY COMPANY 
(Organized 1884) 
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October for Plate Glass Insurance 


Sales Inviting to Alert Producers 


By John W. Marden, 
Manager, New York Plate Glass Service Bureau 


Every month is a good month in which 
to sell plate glass insurance but there 
are two months, October and May, when 
the sale of this line is in the front for 
these are the important leasing months 
and during which time changes occur and 
business renews its leases or locates in 
other properties. Coincident the 
signing of new leases, insurance cover- 
aves are obtained and among the differ- 
ent forms which are effective with the 
leasing is plate glass insurance. Most 
property Owners require in their leases 
that plate glass insurance be carried by 
the lessee and hence the two principal 
leasing months of the year present an 
especial opportunity for the insurance 
agent or broker to increase his business 
in that very desirable line. 


with 


No Coverage So Complete 

From point of coverage there is prob- 
ably no insurance so easy to sell as plate 
glass and no coverage so complete. In- 
stead of being called upon to enumerate 
all of the specific hazards which a plate 
glass policy covers, it is necessary only 
to inform the prospect that such a pol- 
icy covers accidental breakages from all 
causes except fire. The only exception 
to this is in connection with stained glass 
set in leaded sections and this classifi- 
cation may also be covered against loss 
caused by fire for an additional premium 
of 5% of the premium otherwise appli- 
cable to such glass. The causes of 
breakage are too many to enumerate here 
but one need only use his imagination 
toappreciate the breadth of the coverage. 

After explaining the policy coverage 
from the point of cause of breakages, the 
solicitor may follow it up with the state- 
ment that a plate glass policy auto- 
matically reinstates insurance on the re- 
placed glass. No matter how many 
breakages occur in the course of the 
policy term, the insurance applies with- 
out any deduction for such previous 
losses as may have occurred. This con- 
stitutes a very liberal coverage and for 
which the premiums are reasonable. 

In addition to the actual indemnity 
provided under a plate glass policy as 
respects the cost of the glass, an impor- 
tant feature is the replacement service 
afforded the assured and not only guar- 
antees a prompt and satisfactory replace- 
ment of the broken glass but protects 
the assured from a possible rise in re- 
placement costs. His policy then guar- 
antees replacement of the glass through- 
out the policy term without regard to 
the increase in cost and agrees either to 
replace the glass or to pay the assured 
the market cost of such replacement at 
the time the breakage shall have oc- 
curred. : 

Every merchant depends on his show 
windows as a medium of advertising and 
when his large window or windows have 
become broken, perhaps completely de- 
molished, these silent salesmen no longer 
perform. Plate glass insurance guar- 
antees a prompt restoration of the silent 
salesman. 

The Glass Age 


During the past decade, this industry 
a made such advances in the making 
various kinds of glass and their uses 
> to properly entitle it to be called “The 
vlass Age.” Buildings are constructed 
long designs which provide the utmost 
atea of glass and whereas formerly the 
use of plate glass was confined essen- 


JOHN W. MARDEN 


tially to store windows it is now being 
used in the sashes throughout the build- 
ing. This has greatly enhanced the sale 
of plate glass insurance and underwriters 
have lent encouragement to the produc- 
tion of this extended coverage by allow- 
ing a discount of 50% on all exterior 
glass three floors or more above the 
grade when all such glass is insured. In 
cases where the premium is $500 or more 
and where all of the exterior or interior 
glass, or both, is insured the policy may 
be issued on a blanket form basis under 
which the usual schedule of measure- 
ments is not required. 

The increased use of plate glass in the 
upper floors of buildings represents but 
part of the expansion in this industry, 
for today plate and other kinds of glass 
are used for a myriad of purposes in in- 
terior decoration. Mirrors plain and or- 
namented with carvings and mitre cut 
surfaces, tinted and in different colors 
such as amber, blue and gunmetal are 
found in homes, museums, libraries, de- 
partment stores, cafes and extensively in 
hotels. The replacement costs are neces- 
sarily high in these cases and insurance 
is to be desired especially for this reason. 

Very recently, four huge plates 108 by 
198 inches were cast to order with a 
thickness of 7/16th inch and installed in 
a museum in New York City. The own- 
ers were quick to sense the need for 
plate glass insurance which would cover 
in the event of breakage of these plates. 

The computation of premiums is com- 
paratively simple for the manual contains 
a complete table of rates for all sizes of 
glass and these are the basic rates for 
plain plate and certain other kinds of 
glass enumerated, as applying to mercan- 
tile risks. The table rates are subject to 
multipliers for special kinds of glass, set- 
ting, location in building and finally by 
state, city or borough differentials with 
special discounts for certain classes of 
occupancy. 

A six foot folding rule and a plate 
glass manual are the tools required to 
quote rates and the operation is so sim- 
ple that except in certain cities where 
zone rates are used, a solicitor may read- 
ily solicit and sell plate glass insurance 
on the spot. 





To Hold 35th Anniversary 
At White Sulphur Oct. 12-14 


The General Accident will celebrate its 
thirty-fifth anniversary of continuous 
business in the United States with a con- 
vention of all its leading agents 
October 12 to 14 at the Greenbrier, White 
Sulphur Springs. F. Norie-Miller, gen- 
eral manager of the company, is expected 
to attend, coming to the convention from 
Scotland most likely with his bride and 
several members of the General’s home 
office family. 

Frederick Richardson, United States 
manager of the company, who is now on 
his annual visit to Scotland and Eng- 
land, is expected home next week to 
complete plans for the anniversary cele- 
bration. In addition to leading agents 
from all over the United States, agents 
of the General Accident from Canada 
will attend. 

The program has not yet been complet- 
ed but it is known that it will include a 
golf tournament and card tournaments 
for both men and women. 


COAST P. G. REDUCTION 








National Bureau Lowers San Francisco 
Glass Rates 9.1% and in Oak- 
land 20% 

When the National Bureau of Casualty 
& Surety Underwriters announced 
changes in plate glass rates throughout 
the country on August 1, it had also 
prepared new rates for the cities of San 
Francisco and Oakland, Cal. Just about 
that time the strike developed to high 
intensity and the companies, realizing 
that show windows and store windows 
are heavy sufferers in those disturbances, 
held up the announcement. 

Investigation has disclosed that there 
were very few plate glass losses in either 
city directly traceable to the general 
strike. Therefore, the Bureau has an- 
nounced, as effective on and after Sep- 
tember 10, a reduction of 9.1% in San 
Francisco for box and flat car sizes and 
20% reduction in Oakland. 





To Confer With Agents 


William Leslie, associate general 
manager, National Bureau of Casualty 
& Surety Underwriters, will be in 
Grand Rapids next Tuesday at the 
convention of the National Associa- 
tion of Insurance Agents where he 
will confer with W. Eugene Harring- 
ton, chairman, and other members of 
the association’s workmen’s compen- 
sation committee. It is hoped that 
this conference will result in the 
working out of rate program satis- 
factory to agents, companies and state 
departments and bureaus. 











J. W. RAUSCH’S ANNIVERSARY 


Boiler and Fly-wheel Claim Expert With 
Maryland Casualty For 35 Years; 
Engineer of Wide Experience 

Julius W. Rausch, manager of the boil- 
er, engine, fly-wheel and electrical ma- 
chinery inspection and claims division of 
the Maryland Casualty, has completed 
thirty-five years of service with the com- 
pany. He started as supervisor of boiler, 
elevator and liability inspections in Sep- 
tember, 1899, having previously been with 
the Union Casualty of St. Louis. When 
the casualty insurance companies started 
to write fly-wheel, engine and electrical 
machinery insurance these lines were also 
added to his department. 

Mr. Rausch is a mechanical engineer 
of wide experience, a member of the 
American Society of Mechanical Engi- 
neers and of the casualty council of the 
Underwriters’ Laboratories. Prior to the 
publication of the universal safety stand- 
ards in November, 1913, he served as one 
of the three members on a special com- 
mittee of safety engineers of the classi- 
fication and rating committee. His group 
established a method of merit rating for 
compensation risks from which the pres- 
ent system of rating was developed. 





Philadelphia A. & H. Reporting System 


The reporting system of the Accident 
& Health Association of Philadelphia 
has virtually eliminated the peddling of 
bad risks along the street by brokers and 
has also enabled the companies to get 
off and cut down on jumbo risks. The 
system has been in operation for about 
seven years. Last year and this year it 
has “paid” large “dividends.” 

The reporting is done for the associa- 

tion by the Hooper-Holmes Bureau. Two 
cards are used—a yellow one for claims 
and a white one for poor risks. The 
cards merely the assured’s 
name and the company 
number. These cards are filed carefully 
by the various members of the associa- 
tion daily and all applications are checked 
against cards in the file. 
_ It is estimated that this system is sav- 
ing the companies from getting on about 
200 bad risks a year. The association 
now has between fifteen and twenty com- 
panies active in the reporting work, 
about two-thirds of them writing this 
business in Philadelphia. The compa- 
nies co-operate and freely give each 
other all possible information on the 
risks reported. 

The system played such an important 
part last year in revealing over-insured 
risks that two additional companies 
joined the association. It is hoped to 
have 100% membership in Philadelphia 
within a few years. Hooper-Holmes to- 
gether with underwriters of casualty lines 
now are beginning to use the accident 
and health reporting cards to check up 
on applications for other casualty cov- 
erages. 

In discussing how the reporting sys- 


contain 
address and 





tem had enabled the companies to check 
up on over-insured risks, L. H. Wilson 
of the ‘Fidelity & Casualty, chairman of 
the association, cited the case of an in- 
dividual who had been buying accident 
and health insurance from time to time 
in various companies. , 

“No one was able to check up on him,” 
said Mr. Wilson. “Then a claim came 
in. The card arrived and the companies 
compared notes. We found that while 
he was not over-insured compared to his 
1929 condition, he was greatly over-in- 
sured today. Some of the companies got 
off the risk and the others cut their 
amounts.” 

The reporting system has been prov- 
ing so successful of late that it is more 
than probable that it may turn into a 
casualty clearing house before the end of 
the year. 





TAKE DOG’S NOSE PRINT 

Caesar, an Alsatian dog film star in 
Australia, has had his nose print taken 
by the police in Melbourne for identi- 
fication purposes before he could be in- 
sured. Several attempts have been made 
to kill the dog by poison and his owner, 
H. H. Tonks, has received threatening 
letters warning him that the dog’s life 
would be taken. So he has safeguarded 
himself with a _ substantial insurance 
policy. 





A. J. MOUNTREY A.&H. LECTURER 

Andrew J. Mountrey, accident and 
health manager, Standard Surety & Cas- 
1alty, is to conduct the Columbia Uni- 
versity evening course in accident and 
health insurance to be given Monday 
evenings beginning October 1. This will 
be his third term as lecturer on this sub- 
ject. 
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International Claim Association Meeting 


Sharp Claim Practices 
Scored by Van Schaick 


SLANT ON FRAUDULENT CLAIMS 





New York Sup’t Against Disposing of 
Bogus Claims for “Nuisance Value” 


Just to Get Rid of Them 





Calling attention to the necessity of 
eliminating unfair and sharp methods 
which occasionally are employed by some 
insurance companies and their claim ad- 
justers in the settlement of policy 
claims, George S. Van Schaick, Super- 
intendent of Insurance of the State of 
New York, declared in his address be- 
fore the International Claim Association 
at White Sulphur Springs, September 10, 
that that association has an opportunity 
to act in its field in similar capacity to 
the bar associations. Superintendent 
Van Schaick emphasized that the prac- 
tices which bring discredit upon those 
adjusters who engage in them are for- 
tunately unusual and exceptional. 

The handling of claims, Mr. Van 
Schaick said, is one of the most diffi- 
cult phases of the insurance business and 
calls for an unusual degree of ability, 
tact, common sense and humane ap- 
proach. While urging that every proper 
precaution be taken to combat fraudu- 
lent claims, he pointed out that guarding 
against imposition does not justify im- 
proper or cynical attitudes toward hon- 
est claimants who constitute by far the 
greatest number of claimants. 

The speaker criticized the practice of 
disposing of known fraudulent claims for 
their so-called “nuisance value” in order 
to get rid of them. He said that such 
settlements set in motion a direct and 





positive encouragement to false and 
manufactured cases. 
Problem of Exaggerated Claims 

“Somewhat allied to the fraudulent 
claim is the exaggerated claim,” Super- 
intendent Van Schaick continued. “The 
fact that there may exist a human pro- 
pensity to exaggerate ills is no excuse 
for an unfair settlement. If there has 
been a growth of exaggeration in the 
presenting of claims it is at least in part 
due to the narrow, short-sighted, con- 
temptible practice of some companies 
and some adjusters in assuming that all 
claims are exaggerated. This has led to 
the feeling that a horizontal cut must be 
made in any claim presented before ad- 
justment will follow. As the public 
came to sense this growing attitude there 
developed a rather general feeling that 
to get a just claim adjusted on a proper 
basis it ‘Was necessary to add a loading. 

“The sooner the companies, heads of 
claim departments and claim adjusters 
convince the general public that such is 
not the case, the sooner it will be found 
that the exaggerated claim problem will 
be lessened. 

Among the practices which Mr. Van 
Schaick said should receive sweeping and 
wholesale condemnation are the making 
of settlements and taking of releases and 
then withholding or delaying payment 
thereunder; the activities of “the am- 
bulance-chasing claim adjuster” who en- 
deavors to effect quick settlements be- 
fore the claimant knows the extent of 
his disability; inducing the claimant to 
accept a small settlement by stating that 
the company is weak and may be in 
liquidation in a short time, and taking 
advantage of extreme technicalities and 
hard and fast rules of law that were in- 
tended to promote justice and not to 
frustrate it. 


Dr. H. W. Dingman 


(Continued from Page 34) 

comes to worst, my policy ought to help 
me out.’ We have had claims on dis- 
ability clauses on life policies where the 
individual has waited out the contestable 
period and then has demanded indemnity 
for the tuberculosis that he had when he 
bought his insurance. ‘But you misrep- 
resented,’ say we, ‘you were in a sana- 
torium for your trouble before you ap- 
plied.” ‘What of it?’ says he, ‘the con- 
testable period is over. Pay me.’” 

The speaker continued that under- 
writers should be mindful of these vari- 
ous types; and they undoubtedly are. 
Even so he did not think underwriting 
appraisal will ever be comprehensive 
enough to eliminate them. Legal help is 
needed, legal help in drafting contract 
provisions that combat those who use 
policies for expected rather than unex- 
pected disabilities. 

In this connection Dr. Dingman ob- 
served that insurance departments pass 
on many more cases than courts do. A 
good rule in a controversial issue, he said, 
is to put yourself in the policyholder’s 
position and ask yourself if the claim is 
truly valid. If in that frame of mind it 
appears weak to you there can be little 
doubt but company resistance is justified, 
and being justified 





CONGRESSMAN ON PROGRAM 

Congressman Randolph Perkins of 
New Jersey struck a sympathetic chord 
in his address, “Millions of Laws,” before 
the claim men at White Sulphur when 
he said: “We have too many statutes 
on the books, too many codes, too many 
rules of procedure laid down for the in- 
dividual and for the business man.” 


——— 
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N. J. Agents Meet 


(Continued from Page 33) 


Local agencies which make an effor 
to underwrite their compensation bygj. 
ness intelligently produce a lower logs 
ratio than others, Mr. Babbage said jp 
support of his statement that a sizeable 
reduction in the number of losses cap 
be achieved with the help of producers 
Also he believes that the companies 
should underwrite their agents as well 
as the risks 


Walter R. Pruden of Newark and W 
M. Dickinson of Trenton were among 
those partcipating in the discussion. Both 
are convinced that more honest payroll 
audits and loyal co-operation from agents 
will go far to solve the problem. 

President Hurtzig then called upon A 
R. Lawrence of Newark, deputy com. 
missioner of the New Jersey Department 
and chairman of the Compensation Rat. 
ing & Inspection Bureau, to express his 
thoughts on the subject. The latter said 
the present rates are fully adequate ac- 
cording to plan if accurately applied and 
that the problem is out of the hands of 
the rating bureau. However, his bureay 
has found by test inspections that in 
some years as high as 30% of the risks 
visited were misclassified, resulting on 
balance, in a loss of premium income to 
the companies. 

With respect to payroll audits Mr. 
Lawrence said the rating bureau made 
200 test audits more or less at random, 
following company examinations of the 
same risks. Whereas the audits varied 
not over 1% the bureau found that the 
companies were entitled to 11% more 
premium because the classifications were 
not properly applied. He feels that the 
mutuals are making a profit out of com- 
pensation because they select primarily 
the better risks among the large prem- 
um payers. 
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2 R. Lewis Retires 
From the U.S. F & G. 


waS 32 YEARS WITH COMPANY 


‘ute Paid to Him by President E. 
ay ¥ Davis; His Prominence 


in New York 


Edward R. Lewis, who has been co- 
manager in the New York office of the 
United States F. & G. for several years 
and who has been one of the lead- 
ers in the casualty-surety fraternity of 
metropolitan New y ork, has retired from 
; service after thirty-two years of 


past 


active 





E. R. LEWIS 


continuous connection with the U. S. F. 
& G. Mr. Lewis’ health has not been 
sood in recent months and this condition 
necessitated his absence from the office. 
He has, however, made a splendid recov- 
ery and is now preparing to enjoy some 
well-earned years of recreation. 

Back in 1902 Mr. Lewis made his first 
U.S. F. & G. connection in the Kansas 
City branch office where he became man- 
ager. Thereafter he served in similar 
posts in the Houston and New Orleans 
branches, prior to going to New York 
Cit. He was also at the home office 
as vice-president for a time. In making 
the announcement about his retirement 
E. Asbury Davis, president of the U. S. 
F.& G., said: 

“Mr. Lewis has relinquished his duties 
with the knowledge that he takes with 
him the best wishes and regards of the 
ficers and superintendents as well as 
lis associates in New York, and his many 
friends in other offices of the company,” 

Mr. Lewis is a past president of the 
Casualty & Surety Club of New York and 
served as chairman of the Surety Com- 
mittee of New York. 


GOOD CUT-RATE ARGUMENTS 
Agents will find some good arguments 
against cut-rate insurance in the latest 
advertising sales folder of the Aetna Cas- 
walty & Surety called “Never Again.” 
The text and illustrations are the work 
t Don Herold, noted cartoonist and 
Writer, who humorously explains why he 
will never buy another cut-rate automo- 
tile policy. His closing remark is typical 
ot the style used throughout the folder. 
He says, “Fairly good insurance is like a 
larly good egg—it won't do.” 


VICTORIA COMPULSORY BILL 
The government of Victoria, Australian 
Movince of which the chief city is Mel- 
ourne, is considering the passage of a 
compulsory automobile liability insurance 
act, patterned after the New Zealand 
Att rather than after the English Road 
Trafic Act or the Canadian financial 
sponsibility laws. Insurance circles are 
Pposed to passage of the act. 
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Many Insurance Men 
On Safety Program 


MEET IN CLEVELAND OCT. 1 TO 5 
Model Safety Town to Be One of Special 
Features; 6,000 Delegates Expected 
to Fill Three Hotels 

With “Let’s Tell the World About 
Safety” as their battle cry and official 
slogan, some 6,000 to 8,000 delegates will 
convene in Cleveland, O., October 1 to 
5 for the Twenty-third Annual Safety 
Congress and Exposition. They will rep- 
resent industrial, educational, civic and 
parts of the 
United States and several foreign coun- 
tries. 

The official program, just issued by 
the National Safety Council, shows a to- 
tal of 120 sessions and more than 350 
speakers. Separate programs have been 
prepared for almost every branch of in- 
dustry, thus making the Conyress in ef- 
fect a joint safety convention of some 
thirty different groups. The facilities of 
three hotels will be taxed to the utmost 
—the Cleveland, the Carter and Statler. 
It will be necessary to run as many as 
fourteen sessions concurrently. 

Special features include a model Safety 
Town to be set up in the main ballroom 
of the Statler, and a public safety ex- 
hibit, featuring traffic control equipment, 
in the Cleveland Hotel. 

Insurance speakers include Albert W. 
Whitney, associate general manager, and 
Dr. Herbert J. Stack, child safety diree- 
ior, National Bureau of Casualty & Sure- 
‘y Underwriters. Mr. Whitney is in 
charge of the child education section of 
the Congress. David S. Beyer, Liberty 
Mutual chief engineer, and Dr. W. J. 
MecConneli, assistant medical director, 
Metropolitan Life, who address the “Dust 
in Industry” section; G. D. Newton, 
Travelers news bureau supervisor, who 
will “Dramatize Accidents” before the 
employes’ publication section. 

Dana Pierce, Underwriters’ Laborato- 
ries president, and Percy Bugbee, Na- 
tional Fire Protection Association assist- 
ant managing director, are on the Fire 
Prevention in Industry sectional program 
while H. W. Heinrich, Travelers engi- 
neer, appears before the maririe section. 

W. S. Paine, manager, engineering and 
inspection department of the Aetna Life, 
is chairman of the section devoted to 
mechanical methods of handling materi- 
als; and W. Graham Cole, Metropofitan 
Life director of safety, talks before the 
paper and pulp section at which Dr. A. 
G. Cranch, medical director, National 
Carbon Co., will discuss the timely sub- 
ject, “Trend of Occupational Diseases 
and Compensation in the Paper Indus- 
try.” At the public utilities section T. 
Alfred Fleming, National Board of Fire 
Underwriters, is a speaker as is S. E. 
Whiting, Liberty Mutual, before the Safe 
Use of Electricity in Industry section. 
The session devoted to Safety Organiza- 
tion and Program will be led by F. W. 
Braun, Employers Mutual Liability. 

L. R. Palmer, Equitable Society con- 
servation engineer, whose “Green Book” 
is so well known, appears before the 
safety section, A. R. A., while the street 
and highway traffic section will have as 
headliners Harold G. Hoffman, New Jer- 
sey metor vehicle commissioner; Max- 
well N. Halsey, National Bureau, and W. 
W. Matthews, Pennsylvania director of 
highway safety. 


official bodies from. all 





A. D. ANDERSON PROMOTED 

A. D. Anderson has been promoted by 
the Continental Casualty to be assistant 
superintendent of agents of the commer- 
cial accident and health department. Be- 
fore coming to the home office Mr. An- 
derson helped the Pittsburgh territory 
establish a noteworthy production rec- 
ord; helped to keep it always near or at 
the very top. He is rated as an experi- 
enced production man in the. disability 
field. 
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HE most accurate gauge of future satisfaction in your dealings 

with any institution is in its past record of performance. x The 
first Standard policy was written 50 years ago. Today more than 
a million people enjoy the security of Standard protection. In 50 
years this sound, time-tested Company has paid over 135 millions of 
dollars on behalf of its policyholders. yy Standard is justly proud of its 
record, and it anticipates the future with a thorough appreciation of its 
responsibilities, and a definite knowledge that its financial structure is 
prepared to meet them. When the youth of today reaches fifty, Stand- 
ard will still be serving. xx Responsible brokers and agents everywhere 


represent the Standard for casualty insurance and bonding protection. 
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Recent Court Decisions 
Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Participation in Transportation 
of Explosives 

An officer of a powder company was 
riding on a truck belonging to a buyer 
when it was returning from a powder 
magazine with dynamite caps. The truck 
was struck by a train and the officer 
was killed by an explosion of the dyna- 
mite caps. His wife sued on an accident 
policy. 

The action was defended on the ground 
that the officer was killed while “partici- 
pating” in the transportation of explo- 
sives within an exception in the policy. 
In the Federal District Court of Utah 
a verdict was directed for the insurance 
company. This the Tenth Circuit Court 
of Appeals reversed, one judge dissent- 
ing. 65 F. (2d) 841. 

The United States Supreme Court 
granted certiorari to resolve a_ possible 
conflict with other federal decisions. It 
now reverses the judgment of the Cir- 
cuit Court of Appeals and affirms that 
of the District Court. Justice Stone dis- 
sented, on the ground that there was no 
participation. Travelers’ Protective Ass’n 
v. Prinsen, 54 Sup. Ct. 502. 

The Supreme Court said that the off- 
cer was more than a voluntary guest at 
the time of the collision, as urged by 
the plaintiff. He was a business “in- 
vitee,” riding out and back at the invita- 
tion of the owner of the truck. The of- 
ficer had gone out to the magazine to 
deliver the dynamite caps. The driver 
of the truck, the court held, would not 
have been free to leave him at the mag- 
azine after delivery of the dynamite and 
refuse to bring him, without breach of 
his duty to the employer, which had sent 
the car out with instructions to bring the 
insured back. The result was the same 
whethe;z the instruction in respect of car- 
riage were tacit or express. By reason- 
able implication, the return trip, as well 
as the outward one, was within the orbit 
of the errand. 

x * * 
Compensation For Seasonal 
Occupation 

The New York Court of Appeals held, 
Ruppert v. Plattdeutsche Volksfest Ve- 
rein, 189 N. E. 240, that the death of a 
special policeman employed at a Long 
Island picnic grounds arose out of and 
in the course of his employment. He 
met his death while pursuing in a taxi- 
cab some disorderly patrons whose car 
he ordered to stop. 

The policeman was employed only in 
the summer months and usually only on 
Sundays. It was held that the compen- 
sation for his death should be measured 
by the wages of those similarly employed 
in seasonal and occasional occupations 
and not by those of other special police- 
men working steadily in the neighbor- 
hood, 

i ae 


“Drowning” Held Accidental 


On June 10, 1919, an insured took pas- 
sage on a steamship from Chicago to 
Muskegon on his way to his home at 
Traverse City. From that point he dis- 
appeared. At Muskegon his clothing, ex- 
cept one suit and his shoes, were found 


in his stateroom 
In an action on an accident policy 
covering death resulting ninety days 


after accident, brought eleven years after 
the disappearance, the Illinois Supreme 
Court held, Anderson y. Inter-State Bus- 
iness Men’s Accident Association, 188 N. 
E. 84, that an allegation that insured 
met his death by accidental means on a 
specified date in Lake Michigan was 
equivalent to saying that he was drowned 
and that his drowning and death were 
simultaneous, as they must have been 

Involuntary death by drowning. the 


Court holds, is death by external, violent 


and accidental means. And in the ab- 
sence of proof as to whether the injury 
was accidental or self-inflicted, the pre- 
sumption is that it was accidental. Judg- 
ment for the plaintiff was affirmed. 
oa oo *” 
Death from Overdose of Liquor Not 
Accidental 
The Iowa Supreme Court, Naggy v. 
Provident Life & Accident, 255 N. W. 
526, holds that death caused by what the 
attending physician testified was an over- 
dose of liquor, taken to relieve pain after 
extraction of teeth, was not an acciden- 
tal taking of poison bringing the death 
within a policy covering death through 
“external, violent and accidental means.” 
There was no evidence that the insured 
took the liquor unintentionally or under 
a nustaken notion as to the amount taken 
or as to its character. And the fact that 
the insured was mistaken as to the con- 
sequences which would follow his con- 
sumption of the liquor did not bring his 
death within the policy. 
e & © 
Stone Dust Disease “Personal 
Injury”? 
Stonecutters’ disease caused 
tinual inhalation of stone dust was held 
in De Filippo’s case, 183 N. E. 245, in 
the Massachusetts Supreme Court, as a 
“personal injury” Within the compensa- 
tion act. The f that the claimant 


by con- 


fact 
stayed at work as long as he could was 
held not such voluntary exposure to dam- 
ages as to bring his injury outside of the 
course of his employment. 

The important question in the case 
was: Which of two successive insurers 
was liable? Claim was made against 
each. The Standard Accident ceased to 
be the insurer on January 10, 1932. The 
Service Mutual Liability became the in- 
surer on January 15, 1932. 

An expert physician testified that it 
would be perfectly possible for the 
amount of dust inhaled between January 
15, 1932, and February 11, 1932, to “upset 
the employe’s equilibrium.” Another tes- 
tified that the dust inhaled during that 
period would be detrimental, with the 
load he was already carrying in his lungs. 

This evidence was held to sustain a 
finding that the employe was incapaci- 
tated between January 15 and February 
11, 1932, when he quit work. “Since the 
condition from which he was suffering 
was cumulative, the dust inhaled during 
the last period of labor before incapacity 
was most likely to be decisive.” Decrce 
placing the liability on the Service Mu- 
tual Liability was therefore affirmed. 


Blister on Caddy’s Foot in Course 

of Employment 

The Massachusetts Supreme Court, in 
Slocombe’s Case, 188 N. E. 603, held that 
a blister on a golf caddy’s foot which 
became septic, causing his death, was the 
result of a hazard peculiar to his em- 
ployment and compensable by the em- 
ployer, a golf club, and its insurance car- 
rier, the Phoenix Indemnity. 

The Court said: “The evidence that the 
caddy camp director opened the blister 
thus giving a chance for the infection to 
enter, that the boy later was told to work 
in the kitchen, and that he stated to his 
mother that the camp director used his 
finger in dressing the blister, differen- 
tiates the case at bar from cases of or- 
dinary walking in the street.” 

1934 GERMAN AUTO OUTPUT 

During the first six months of 193 
the manufacture of automobiles in Ger- 
many has greatly exceeded the output 
of the same period of 1933. Passenger 
cars amounted to 70,408 (42,293 in 1933); 
trucks, 11,830 (5,559 in 1933); auto buses, 
963 and motorcycles 42,047. 





F. & C. Advises “Use New 
Deal Leisure Safely” 


Some good advice was given this week 
by the Fidelity & Casualty from the 
safety point of view based on observa- 
tions which disclosed accidents from even 
such gentle recreations as picnics and 
hikes. The thought is expressed: “Avoid 
unnecessary injury during the leisure 
hours of the New Deal by playing as 
carefully and as sensibly as you work.” 
football 


their perils as sports, but there are doz- 


Polo or are recognized for 
ens of “unexpectedly hazardous” amuse- 
ments, at which there is danger of acci- 
dent when the individual fails to use the 
same good judgment he exercises at his 
everyday occupation. 

Golf, tennis, bicycle riding, swimming, 
diving, dancing, basketball, handball and 
nearly all forms of physical recreation, 
afford the ordinarily sensible business 
man and working man an opportunity 
to “crack up” by giving way to almost 


universal human frailties. 
Chief among the direct and indirect 
causes of injury is perhaps over-exertion. 


Men approaching middle age, and even 
young men who are unaccustomed to 
arduous exercises, are tempted to overdo 
their playing. Even when bodily harm 
is not done directly, fatigue may cause 
mishaps. 

False pride is said to spur many men 
to efforts beyond their experience or 
capacity. The comparative frequency of 
golfing accidents on the first tee, where 
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Home Offices: Baltimore, Md, 
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spectators are most numerous, bears this 
out. 

“There have been cases when golfers 
eager to impress the gallery, have swung 
so hard that they threw themselves to 
the ground,” say the insurance officials 
“Diving acidents often result from sim. 
ilar over-enthusiasm. Acrobatic stunts op 
crowded beaches are frequently carried 
far beyond the limits of safety to impress 
bystanders. Certainly many automobile 
accidents may be traced to the human 
desire to ‘show off.’” 

Besides the avoidable hazards, the 
Fidelity & Casualty says that the acci- 
dent reports show a number of unex- 
pected and “freak” mishaps. Many golf- 
ers have been injured by flying balls, 
Some have been struck by clubs in the 
hands of other players. Even the vari- 
ous sorts of handball games have resulted 
in the loss of eyes, as well as numerous 
breaks and sprains. 

The warnings are intended not only for 
the office man, but for the sturdiest man- 
ual workers as well. From an insurance 
viewpoint, recreation often presents a 
greater hazard for the manual worker 
than for the business man or office em- 
ploye. A sprained wrist might virtually 
incapacitate a garage mechanic, while the 
proprietor, with a similar injury, might 
continue about his business. 





Uninsured Car Owners Are Plungers 


The following was prepared by Am- 
brose Ryder, assistant vice-president, 
Great American Indemnity, in answer to 
a request for reasons why an automobile 
owner in New York City should carry 
liability and property damage insurance. 

It costs $136 a year to insure a pri- 
vate passenger car in New York City for 
the sum of $100,000 against losses im- 
posed by law on account of bodily in- 
juries including death to other people. 
it costs another $35 for $100,000 insur- 
auce against losses imposed by law on 
account of damage to property of other 
people. This totals $171, which seems 
like a lot of money to spend each year 
for automobile liability insurance. How- 
ever, the man who does not buy this 
protection is risking many times that 
sum. 

Insurance companies’ 
New York City private passenger cars 
indicate that about one car in five will 
cause a bodily injury or death each year, 
and about one car in three will cause 
property damage. If the car owner 
should be so unfortunate as to kill a 
child, the claim settlements might ap- 
proximate $2,500, whereas approximately 
$3 is all that the car owner would have 
to pay to insure against the likelihood 
of a child fatality. This means that the 
uninsured car owner is gambling $2,500 
of his own money against $3 insurance 
premium that he will not kill a child 
curing the next twelve months. 


statistics for 


Component Parts of $171 Premium 

The following table shows how the to- 
tal premium of $171 may be split into 
component parts, offsetting the various 
hazards listed. 

The first column shows the hazard, the 
sccond column the approximate cost of 
settiement to the uninsured car owner 
and the third column the proportionate 
cost of insurance. 

Approx. Approx. 


tost to cost of 
car owner insurance 

Oo BGA i $2,500 $3 
Child seriously injured....... 2,500 6 
Minor injury to child......... 200 10 
Adult fatality, high earning 

capacity, dependents ....... 25,000 3 
Adult fatality, all others..... 7,500 20 
Adult seriously injured....... 4,000 28 


Minor injury to adult......... 300 45 
Total permanent disability. ...20,000 1 
Serious property damage...... 300 8 
Average property damage..... 45 22 
Lawyer’s fees, claim expenses, 
etc.—-serious case .......... 750 8 


Lawyer’s fees, claim expenses, 
etc.—minor CaSe .......e0. 75 17 





$63,170 $171 

A glance at the above table will indi- 
cate that the uninsured car owner is bet- 
ting $20,000 against $1 that his car will 
not cause a total permanent disability 
to any person during the year, and that 
he is risking various other sums up to 
$25,000 or more. Judgments in excess 
of $25,000 are quite often rendered. His 
total gamble is in excess of $60,000 
against a premium of only $171. 


Many Reasons for Purchasing Adequate 
Insurance 


The total of $63,170 at risk may be 
reduced somewhat for outlying districts 
of New York, New Jersey and Connec- 
ticut, but not to any great extent. How- 
ever, the New York City insurance pre- 
mium of $171 is the highest in the coun- 
try. In suburban New York the cost 
would be less than $80 for $100,000 pro- 
teciion and in other places in the United 
States the premium charges would range 
all the way from $25 to $100. And ot 
course all the figures in the right hand 
column of the above table would be re- 
duced accordingly. 

Even though the average driver may 
not have several thousand dollars to lose 
in the event of judgment against him, 
he usually has a good job and his salar) 
can be garnished. There are, however, 
reasons other than financial, for pur 
chasing adequate insurance. The avet- 
age car owner wants to be fair in all 
his dealings with other people. He knows 
that he would feel very badly if his cat 
should cause accidental injury to another 
person but he would feel doubly bad #! 
he were unable to pay the hospital & 
penses, doctor bills, time lost and other 
legitimate claims of his unfortunate vic 
tim. 

An insurance policy in a strong tf 
liable company relieves the car owner ol 
all these obligations. 
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